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N O one may say that FIT has ever been 


neglected in the manufacture of men’s 
shoes. But all agree that the smart, 


new, narrow toe styles call for even greater 


attention to HOW THE SHOE WILL FIT. 


Which brings us once again face to face with 
our own time-proven principle—THE FIT IS . 


IN THE LAST—THE STYLE IS IN THE 
LAST —the keynote of VULCAN styling and 
design, rigidly adhered to throughout the 


organization. 





Little wonder, then, that so many manufac- 
turers of men’s shoes have welcomed 
VULCAN'S services and facilities in this new- 
est eta of style—and FIT for men. Vulcan 
Corporation, 14 Second Street, Portsmouth, 
Ohio, U. S. A. 


Last Factories Wood Heel Factories 


rb ate Ohio Style Studio Portsmouth, Ohio P 

t. Louis, Mo. 908 Marbridge Bldg., , 

b. Brockton, Mass. New York City” Johnson City, N. Y. 

Johnson City, N. Y. Effingham, Ill. f 


LASTS'AND WOOD HEELS 





VV hen 


Economy 


Becomes an 
Adventure 


EAUTY is in fashion . . . but extrava- 

gance is as out-of-date as last year’s 
calendar. These days women consider it smart to brag 
a little about their economies . . . provided they don’t 
look like economies. 


Pedigo-Lake Shoes place no premium on beauty. They 
look like extravagance; they feel like extravagance. 
They have the smooth rhythm and the “difference” in 
styling that assures them a second look in any com- 


pany. 


They are perfectly poised with fit that is moulded in; 
aristocratic ... even haughty . .. but they become quite 
friendly in the matter of price. 


To handle Pedigo-Lake shoes is to participate in the 
modern adventure of economy. For most women these 
fine shoes mark the end of the quest. 


Pedigo-[ake Shoe (v0. 


Saint Louis, Missouri 


Distinctively Fine Footwear for Women 








ie LY 


Cost No More 
Than They Need 
To—To Be the 
Fine Shoes 
They Are 
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Peggy Wood 


Just returned from a triumph- 
ant season in London, where 














Theo Karle 
Leading male tenor in Earl 
Carroll’s famous productions, 








cach aamcs itlnHi SNe 


sia teslla sn shbbce coat 





O th ese when not being featured in 
eo opera, A favorite in Europe 

ri g T ta rs as well as in America. His fas- 

cinating entertainment helps 


make the “Vitality Personali- 
ties” series the outstanding 


she scored in Noel Coward’s 
“Bittersweet.” A dramatic 
star, an operatic star, now a 
radio star—she is certain to 
erform brilliantly in the 
Vitality Personalities” broad- 


cast. On the air September 16. success of the season, On the 
O air September 23. 
Tune In 










Y i T i i TY ve wR re 
A 10 P. M. 

‘ Eastern Daylight Saving Time 

: Akron 

' Albany 

























PERSONALITIES = 


and watch them soar/ = 


Columbus.......... 
Vitality Health Shoes are leading the parade to better times Detroit 











Council Bluffs 
D 
Post Weyme........................ 








with sales that indicate the highest percentage of increase Hertford 

in the entire industry. Why? Several important reasons. Indianapolis... 
Kansas City...............--0n-00 

FIRST, the great nation-wide “Vitality Personalities” broadcasts peo penn KH 

are attracting thousands of new customers every week. ne * rar -WLAP 





SECONDLY, Vitality’s fashionable new light weight styles, United Fee 





Process, are increasing sales to women. Nashville... 
ew Orleans .. 
‘THIRDLY, as school opens, the new full range of Goodyear Welt port Or k City. eneenen 
s 2 ‘ 4 oma City .................-.-. 
‘Shoes for children are stimulating sales tremendously. It’s for such Philadelphia ...----- 
good business reasons as these that thinking, up-to-date shoe mer- Sa gaan 
chants are hitching their sales to the Bright Stars of VITALITY Providence ......--.-.-----.-....V 
PERSONALITIES. Their path is leading them to greater sales ap 0 lemmas 
and steadily increasing profits. gga ae a See ol 
attle : 
For Women, AAAA to EEE, sizes 2-11, to retail at $5 and $6. ogo ee os a 
For Men, AAA to G, sizes 5-14, to retail at $5 and $6. ial iiiiitecsicusanbece WFBL 





For Boys, A to E, sizes 1-6, to retail at $4 and $5. ae Seamres 


For Children, all runs, to retail from $2.25 to $4. Washington... .-eciecsnn WMAL 
Wichita KFH 


Vitality Shoe Company 


1509 Washington Ave, Branch of International Shoe Co. S§t. Louis, Missouri 
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MO-DEBS 


ISgNIEINIG 


5 to °7.50 


ALOR DB) ashe 
Misses & Childrens 


$4 to $5 


GREENFLEX 


Misses & Childrens 
$3 t0 $4.50 





OF THE 
FINER 
GRADES 





GREENFLEX No. S2626W 
Coffee Velo Elk, genuine Shark tip, Damp-proof sole. 


6% to: 12. o300 | Ras Spring heel...... $2.25 
12% to 3..:..: WewW......42 Rubber top...... $2.60 
IN-STOCK 


AT THE RIGHT 


is another “right”? shoe which has 
been endorsed with orders by 
many of our smartest customers. 
It has an unusually light, youthful 
look for an all ’round Fall oxford. 
We are receiving make-up orders 
for this shoe almost every day. In 
any town or city, GLENMORE will 
be an exclusive pattern with great 
appeal to smart sub-debs. 





is R E E N 


SHOE MANUFACTURING COMPANY 
960 HARRISON AVENUE BOSTON - MASS. 





SALES OFFICES 


WE HAVE PROOF 


parents have been anxiously waiting for 
a real tough-toed oxford for hard-playing 
children. They’ve found it in our “Tuf- 
Toe.” Orders and reorders prove they 
like it. 


“Tuf-Toe”’ is liberally stocked. You need 
never be out of sizes when your custom- 
ers discover the value of this shark tip. 





MO-DEB No. 5030. GLENMORE 
Brown or Black Calf. Diamond perforations with cham- 
pagne kid underlay. 12/8 built up leather heel. 
$3.60. 

MAKE-UP ORDERS ONLY 
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In Stock—Immediate Delivery 
NEW Flex-Mode SHOES 


Flex-Mode footwear is of a cement construction with which we have been successful for the past four years. 





LINDEN 
Lisben Last, 2-inch Jr. Louis covered 
heel. Flex-Mode, lizard lace stay. 
0 kid with grey 


ani. dae pole kid with light 
green stitching .......... 4.65 





VES TA 


Gloria fast, 2% inch Leuis covered 
heel. Flex-Mode. 


eenste ol kid with — 
green stitching .......... 





Gloria last, 2% inch Louis heel. 
Flex- Mode. 
8723—Patent with grey silk 
stitching $ 


ee weight black calf 
with grey silk stitching... 3.85 








Lisbon last, 2 inch Cuban heel. 
Flex- Mode. 
B430—Light weight black calf 
grey stitching..... $4.65 
a, — calf with beige ‘ 


BEAUTIFULLY MADE — SMARTLY STYLED 





CAMARGO 


Gore pump. Avenue last, two inch 
Cuban covered heel. Fiex-Mode. 
8455—Black SUEDE vamp and 
quarter with light welght 
pam calf tip, foxing and 
8196—Brown SUEDE vamp and 
quarter with light weight 
brown calf tip, foxing and 
GRID 5 vcsaccsccvsvcncees 4.65 
B459—Black satin kid vamp and 
quarter with black pin seal 
tip, collar, foxing and 
shawl tongue ........... 4.65 
B460—Java brown kid vamp and 
quarter, with brown pin 
seal tip, collar, foxing tea 
shawl tongue 





FAIRMONT 


Avenue th, 30a ether heel. 
jex- ie. 


8705—Light weight black calf...$3.85 
B706—Light weight brown calf.. 3.85 








SWAGGER 


Avenue last, twe inch Cuban covered 
heel. 


Flex- Mode. 


8457—Black SUEDE vamp and 
quarter with light weight 


Dlack calf tip, lace-stay 
and foxing $4 


8458—Brown SUEDE v and 
quarter with light weight 
brown calf tip, lace-stay 


and foxing .............. 4 


B46i—Black satin kid vamp and 
quarter with black pin seal 
tip, lace-stay and foxing.. 

os brown kid vamp and 

jarter with brown pin seal 
tip. lace-stay and foxing 


4.65 


4.65 








CAMERON 


Eden aa te fn Cuban leather 
x- Mode. 


pene... ttl. ‘black calf. . .$3.85 


8710—Light weight brown calf... 


3.85 





Extra charge of 25 





FLEX-MODE SIZES IN STOCK 


VY Seer cree 


c. per pair on all orders of less 
than three pairs. 


TERMS: 
3%, Thirty Days 


Discount not allowed after expiration of discount 
period. 








ISIS 


Eden last, 2 inch Junior Louis covered 
hecl. Flex-Mode. Ornament of gun- 
metal beads. 


aa satin kid with grey 
$4.65 


kid piping ...2.¢......+. 





ILONA 


Eden last, 1% inch covered heel. 
Flex M 


ex 
B707—Black calf gore with grey 


lizard and black calf bow. $3.85 





COLBERT 


Eden last, 1%)! pe b oom covered heel. 


ee pes kid with grey 
Pe $4.00 


B715- Been brown kid with put- 
OF RORCIED FOUN oc cicvccce 4.00 


is, 


wenn 
RAMAR 


Gloria last, 2% inch Louis covered 
heel. Flex-Mode. 
B405—Patent with grey piping. .$4.25 

B406—Black satin kid with grey 
Piping .....ccccccccesess 4.25 

Ora SUEDE with patent 
pipin 4.25 





o0e~ rem kid with putty kid 
WE cs cevebaccnnvavenes 4.25 





CEDRIC 


Eden last, 2 inch Junior Louis covered 
heel. Flex-Mode. 
B441—Black satin kid with grey 
kid interlace ............ $4.65 
B442—Black SUEDE wiih patent 
interlace (Aug. 10th De- 
TINGUS) ec ccccessndsvexses 4.65 





GARNET 
Eden last, 1% inch Cuban covered heel. 
Flex id 
B726—Black satin kid........... $3.85 
B727—Prado brown kid.......... 3.85 


In stock folder showing seventy-five up-to-the-minute patterns will be sent on request. 


The KRIPPENDORF-DITTMANN COMPANY 


CINCINNATI, OHIO 
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PARISIAN 
BROWN 


The importance of this slightly 
COLOR 99 (Rich Dark Brown) gray brown, first introduced by 
COLOR 33 (Parisian Brown) _ Chanel, has been fully proved. 
COLOR 88 (Blue) The strong preference for the 
COLOR 66 (Almora) McNeely interpretation—Color 
Thirty-Three—is impressive evi- 
dence of the color accuracy and 
uniformity of McNeely Kid. 


COLOR 25 (Autumn Brown) 





MEN’S 
* COLOR 19 (Sorrel) 
COLOR 28 (Saddle Brown) 


ALLIED KID 
COMPANY 


McNEELY DIVISION 
519 W.HUNTINGDON STREET 
PHILADELPHIA 
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AAA to B 








018 Black cm 


@17 Tan Calf........... ena * 


eeccvcccccces 4.60 








WALL STREET 
AAAA to E 





$014 Black oe Arch Support Insole..... 
014 Black Ca 
013 Tan Calf 





BLU-OXFORDS 
$04 Black Calf Arch Support Insole............+- $4.85 
Ce Be TE 6 ooo. ceccccscnccecccusececcsce 4.85 
WO RRR TN occ civddesccccvesercvccscessocce 4.50 
COMBINATION 





A to E 






060 Black Kid, Kang. Tips........... 
$060 Same as above, Arch p atk Insole. 








056 Black Kid ........... ecccccccccecccs Qe 
$056 Black Kid, Arch Support Insole. . 
046 Brown Kid .............00. Pedeccccceccece 4.85 
BROUWER 
RESEARCH 
No. 100 


AA to B 





0170 Black Kid, Long Inside Orthopedic Heel.. « 85 


CUSTOM 7 





IN STOCK CATALOG {| 








0179 Brown Kid, Long Inside Orthopedic Heel... 5.20 é 


$0170 Black Kid, Arch Support Innersole........ 5.20 
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MUSEBECK 


Tuuble fresh (oar Sienight 
SHOE 


Once you see the MusEBECK cut 
open Demonstrator shoe, you are 
immediately sold on the quality, 
construction and the price. 

You get the same reaction from 
your customer when you sell the 
Demonstrator way. 


SEEING is BELIEVING 








Sell Shoes the 





Demonstrator 


Way 


We supply you with a cut open 
shoe with which you can demon- 
strate Museseck Dovuste-ArcH 
Wear-Straicut Shoe construction. 


You make permanent customers 
if you take the time to explain 
the superior construction detail of 
MusepecK Dovuste-ArcH WEar- 
Straicut Shoes to men who have 
always been sold price and style. 
You will find these men ready to 
accept better constructed shoes. 











All stock numbers prefixed with 

the letter S are made with arch 

support innersole as illustrated 
ve. 





Terms 2% 20 Days, 30 Days Net 





MUSEBECK 





DANVILLE, ILLINOIS 


5 
















































5555 Black Kid ....ssseeseeesees 


BANKER 
AA to EEE 







56 Black Kid ..ccccccccee cece ec eesceeeeecees 
$56 Black Kid. with Arch Support Insole......... 
46 Brown Kid ........:---eeeceeeee ee 


COMBINATION 


A. Black Kid, Kang. Tips............ 

0 As above with Arch Seppert Insole. . 
be Brown Kid 
80 Black Calf .. 
GS FO CO oc vviccicccccvcccccccccsececescceces 4 


ORTHOPEDIC 


AA to E 










Fe Tan Calf, Overweight Viscol Sole........... $3.85 
0 Black Boarded Calf, Overweight Viscol Sole.. 3.85 

70 Black Kid, Hang. Tipe... ....cccccccccccese 4.50 
$70 Same as above. Arch Support Insole........ 4.85 
C70 Black Kid, Cushion Insole................5+ 4f3 
K74 Heavy Black Kangaroo Viscol Sole.......... 4.50 
TP BE GOD cccccdcsvusescesccoseceeescseues 4.50 


GUO 5 oo os day av dno ancdcanaseaanases 4.60 
Seaeenenen 
070 Black Kid, Kang. 


--a08 

$070 Same as above with yn Support Inside.... 4.85 
POLICE SHOE 
No. 11 
$4.00 


AA to EE 





1f Black Calf, Long Counter, Viscolized over- 
‘veight double sole, Barbour Stormwelt Police 
GRO ba ccanucescadeadeucanerséceyesss $4. 
$10 Black Calf, Arch Support Innersole, Vis colized 
Overweight Double Sole, Barbour Stormwelt, 
Ev Long Inside Orthopedic Heel, Price.......... $4.50 











MAKE THE 





HELP YOUR 





Why does a well-known shoe sell bet- 
ter than a shoe with an unknown name? 


Because a famous name in a shoe 
is a proof of value. 


Why do more people ride on Goodyear 
Tires than on any other kind? 


Because the name Goodyear stands 
for extra value. 


Put the name Goodyear to work for 
you—by putting it on the shoes you sell. 


Goodyear Wingfoot Heels may help 
to swing a sale in these days when 
eustomers are shopping for value. 
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Copyright 1931, by The Goodyear Tire & Rubber Co., Inc. 
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Still In The Lead! 


The Dyer & Hall Smart New Fall Styles still lead the leaders. Put your money on 
these Fast Movers and collect your share of the handsome profits they are sure 
to pay. Remember, they’re 


AAAA’s to C’s 
1to9 








IN STOC 


FOR IMMEDIATE DELIVERY © ~ 








Built over 1881 Last with 18/8 Louis Heel. 
No. R- a Suede, Harmonizing 


The Phyllis 





Built over 2081 Last with 20/8 Louls Heel. 
No. R-216—Dull Black Kid, Harmonizing 


Te ssnavias sb reverssistves 4.75 
No. R-218—Black Faillette.............. 3.85 
The Sibyl 








Built over 1681 Last with 16/8 Cuban Heel. 


Ne. R- (88—Dull Kid, Genuine Gray 
Watersnake Tab ...........- $3.90 


No. R-204—Brown Kid, No Tab......++- 4.40 


nee The Salome The Lois 


pony? over 1681 Last with 16/8 Cyban Heel. 
e. R-211—Dull Black Kid, Harmonizing 


THUMM cescessccccovrscccecees $4.25 


Pa R- 212—Black Suede, Harmonizing 


No. R-213—B r 2 wn Kid, Harmonizing oe 
No. Re 214—Brow "@uede, "Harmonizing ae 
The Edna 


rag over 1881 Last with 18/8 Louls Heel. 


R-209—Dull Black Kid.........+00 $4.45 
Ne. R-210—Brown Kid ................. 4.95 
The Avenue 





Built over 1881 Last with 16/8 Baby Louis Heel 
No. R- =—-em Marcelle, Brown Kid 
d Brown Patent Trim..... $3.85 
No. R-259—B Bleck Marcelle, Black Calf 
and Black Patent Trim...... 3.85 








AAAA’s to C’s 
1 to 9 





agg seh el 4 gag 18/8 Louis _— 


No R-i54—Dull. id PETTITT TT ITT 3.75 
No. R-169—All Brown Kid.............- 4.2 
Ne. R-190—Brown eee a 4.20 
No. R-189—Black Suede ............---- 4.20 








Built over 1580 Last with 15/8 Cuban Heel. 


No, R-14i—Dull Kid, Black and White 
Watersnake Strap .......... $4. 
Ne. R-167—All a ME wiaecion scien 4.45 


The Pajama Sandal 








Built over 1982 Last with 19/8 Louls Heel. 


No. R- 174—Patent Leather .........00+ $3.80 
No. R-175—Black Faillette ............. 3.70 
ie oN WE <c «oes cccea 4.15 
No. R-248—Black Suede ................ 4.65 


Your Order Today Means Profits Tomorrow 
Write for Complete In-Stock Catalog 





, DYER & HALL, INC., 


AUBURN 
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Next Week 
You Will Find 
in “The Recorder” 


A Symposium on “Values” 


Let’s have a symposium on “what is 
value.” Let us ask all branches of the 
trade to contribute their best thinking 
on the subject. Here is the preliminary 
line-up: 

WHAT IS VALUE? 

To the manufacturer it is a mechan- 
ical value—so much leather at so much 
per foot. One pair of soles, one pair of 
heels, linings, etc., labor, overhead— 
total $5. 

To the retailer it is a resale value— 
good leather, well constructed, current 
style, proper type, good fitting, to 
please my trade and will bring $8. 

To the customer it is a value in pos- 
session—exactly suited to my needs, the 
style that I like, comfortable on my 
foot; will wear me satisfactorily; I 
will be proud to own it; it will give 
me $8 worth of foot happiness. 

The outstanding problem of the day 
in all men’s minds—what is shoe value 
—is the center piece of this great issue. 
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Nunn-Bush 


BR WMO Al Ae 
Lower prices and improved quality 


MOST STYLES NOW :7:2 TO 95° 


AUTOGRAPH STYLES $11.50 AND $12.50 




















Crusader Styles 


NOW $7.50 - $8.00 - $8.50 


Super- fine Styles 


NOW .00 d .50 
Prices have been reduced! $9 snaialieka To the man accustomed to 


Nunn-Bush values are great- A uto er da rp h St YY J es lower priced shoes—Nunn- 


er than ever. Bush dealers can now offer 




















In every grade, quality has NOW $11.50 and $12.50 Nunn-Bush quality at a 
been improved. Nunn-Bush price he will be willing to 
shoes are better than ever. pay. 

To regular wearers of Nunn-Bush shoes, Nunn- To Nunn-Bush dealers—Nunn-Bush now offers 
Bush dealers can now offer better quality at a an opportunity for profitable volume at prices 
lower price. attractive to the average man. 





Nunn-Bush 
Ankle-fashioned 
OX FORD'S 








NUNN-BUSH & WELDON SHOE Co. 


mo a oF SS Om ES SES 
NEW YORK SAN FRANCISCO 
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The VOICE of the TRADE 


John G. Stockholm, 


‘who far a quarter of a century has 
been host to a multitude of shoe 
men visiting Paris, has been pre- 
sented the Walk-Over’s 25th year 
service medal. Mr. Stockholm was 
already in the shoe retailing busi- 
ness in Paris, when he prevailed 
upon George E. Keith to open a 
shop in the French capital. It 
marked the introduction of the 
American shoe in Paris—an event 
that created a stir. The shoe was 
caricatured on and off the stage, 
the salient point of ridicule being 
the exaggerated high toe. 

Boots were almost exclusively 
worn by the French in those days. 
They were low in the heel, of the 
“duck-bill’” shape and made on 
straight lasts. Mr. Stockholm tells 
the story of an elderly woman who 
returned to his shop suffering 
great pain because she had put her 
Walk-Over shoes on the wrong 
feet. 





Mr. Stockholm is one of the few 
of the “‘boulevardiers’”’ who have 
survived the wear and stress of 
time on that world famed thor- 
oughfare. 


x * * 


F red Hale, 
manager of French, .Shriner & 
Urner stores in New York City, 
has discovered how it is possible 
to gather money like leaves from 
shoe trees. He hung up prizes of 


BooT AND SHOE RECORDER 


S15, $10, $5, for the top sales at 
retail. Sales started to climb and 
three lucky clerks collected the 
money. Shoe trees grew from 
$250 to $900 in sales in one 
month. It pays to put up prizes. 
% * ok 
wELlL~ WELL 


TAVISH 
MCASELE “OWN 






Alfred A. Kohn, 


whose shoe store dominated the 
corner of Forty-second Street and 
Fifth Avenue for so many years, 
returned this week from the Ro- 
tary International Convention at 


Vienna. He spent several months 
in northern Europe playing golf 
on the courses there. In Carnous- 
tie, Scotland, he was entertained by 
Alexander Cant and his son, H. B. 
Cant, proprietors of John Winters 
& Sons, who manufacture shoes in 
that historic town of golf. While 
sitting in the shoe factory, a tele- 
phone call was put through to New 
York and in less than five minutes 
the message was cleared. Alfred 
shoots good golf. He made two 
par holes on the internationally 
known course, but honors for the 
day were taken by H. B. Cant. 
who went around in 71 when par 
on the course was 74. 

There’s a story of shoes and 
golf for you. At the Rotary Con- 
vention he told merchants from all 
parts of the world that in America 
they had solved the problem of 
patent leather by eliminating all 
reference to guarantee and in com- 


combining THE SHop RETAILER, Sept. 12, 1931 11 








menting on the international prob- 
lem of patent leather cracking, he 
pointed out that the United States 
tanners had achieved great suc- 
cess in finishing the flesh side in- 
stead of on the grain, thereby 
eliminating universal complaint. 


* 


R. S. Lawrence, 


of the sole leather house, Law- 
rence Company, London, England 
—gives us a picture of the dole 
vs. a job. He says: 

“This country has been spending 
money as though it costs nothing. 
We subsidize idleness and laziness 
to an extent which is absolutely 
unknown outside, and the number 
of people who manage to scrounge 
oddments by way of relief and un- 
employment, etc.. who are by no 
manner of means entitled to, it, 
would astonish the average Amer-, 
ican and in fact, the majority of 
people in this country, if they only 
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took the trouble to think, and real- 
ize what is going on. 
“Unfortunately the vote lies in 
the hands of the people who do 
not pay, and there you have the 
difficulty. If your Company were 
governed by the votes of the work- 
men, who in the majority of cases 
were only interested in the amount 
of wages they received. you can 
imagine what sort of a mess you 
would he in, and that is more or 
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less the position in this country at 
the present time, and sooner or 
later it will have to be altered.” 


* * * 


Hatways reveal no 
depression other than when you 
are “sunk in the ditch.” If there 
is one thing that Americans will 
do, it is travel by car—and at ter- 
rifying speeds— going nowhere. 
On January 1, 1931, there were 
35,805,632 registered motor ve- 
hicles in operation the world over. 





Of this number, 26,697,398 were 
in America. We have one auto 
for every 4.59 persons—the rest 
of the world has one for every 54 
persons. In the battle of locomo- 
tion feet still lead. 

Germany assesses a tax of $300 
on a 29-hp. car; England approxi- 
mately $275 on a 60-hp. machine. 
Belgium’s license is around $300 
per car and in the Argentine you 
pay $265 flat on all two-ton cars. 
Motor locomotion is indeed lucky 


in America. 
* * * 


Sidney Mann, 


of the shoe department of the 
Symons Dry Goods Co. of Butte, 
Mont., sends us a most remarkable 
advertisement in type. In bold face 
it says: “BUY MERCHANDISE 
NOW, PRICES ARE PROB- 
ABLY AT THEIR LOWEST 
POINT ;” but the real significant 
paragraph illustrates the broader 
friendship of stores. 
This is indeed an example of 
the new cooperative competition. 
ee 


5 we C. McKeon, 
of Laird, Schober & Co., Phila- 
delphia, has found the modern 
reason why booze and shoes have 
so much in common and why a 
“bootlegger” is not so idle a trade 
term. John starts off in verse, with 
apologies to the Parable of “The 
Lost Sheep ;” 





PLUS SIGNS 


MORE SHOES ARE BEING BOUGHT 
WHERE WAGES ARE SPENT 





+ + + THE LARGEST SINGLE ORDER 
ever placed for radiators has been received 
by the American Radiator Co. for John D. 
Rockefeller, Jr., radio city construction pro- 
ject in New York. It calls for 20,000 cast 
iron radiators for approximately 600,000 
square feet of radiation. 


+ + + THE OPENING OF THE OYSTER 
SEASON, September Ist, provides employ- 
ment for about 40,000 men, according to 
William H. Raye, president of Bluepoints 
Company, Inc., subsidiary of General Foods 
Corporation. Since oysters are to be found 
along almost every coastal state in the coun- 
try, many states will benefit in the reopening 
of the oyster season. 


+ + + ALLEGHENY STEEL CO, 
Brackenridge plant, placed six more melting 
furnaces in operation this week. Only two 
have been operating for a period of several 
months. 


+ + + WEST ALBANY SHOPS of the 

New York Central Railroad will reopen 

September 8th, recalling 1,700 employees. 

bt shops have been closed since August 
th. 


+ + + 192,000,000 FRUIT JARS shipped 
in one day is the new record recently estab- 
lished by the Ball Brothers factory of 
Muncie, Ind. An unusually heavy fruit crop 
is responsible for the demand, making pos- 
sible the largest shipments in recent years. 


+ + + OVER 15,000 WORKERS HAVE 
BEEN RECALLED to the River Rouge Ford 
Motor Company plant. 


+ + + COCA COLA SALES are continu- 
ing their non-stop flight toward new highs. 
The company reported profit of $4,532,196 
for the quarter ended June 30, comparing 
with $2,902,801 in the preceding quarter 
and $4,332,656 a year ago. For the six 
months ended June 30 profit amounted to 
$7,434,997 against $7,181,812 a year ago. 


+ + + ORDERS RECEIVED BY LUMBER 
MILLS during the week ended August 22 
were approximately 13 per cent above pro- 
duction it is indicated in reports from 824 
leading hard and soft wood mills, to the 
National Lumber Manufacturers’ Assoc. 


+ + + THE ASSOCIATION OF AMER- 
ICAN WASHING MACHINE MANUFAC- 
TURERS, accounting for more than 90 per 
cent of the total output, reports sales for 
the first half of 1931 of 341,025 machines as 
compared wih 319,229 for the same 1930 
period. 

+ + + GROSS RECEIPTS OF PARA- 
MOUNT PUBLIX chain theatres increased 
18 per cent during the week ended August 
15th over the previous week. Warner Bros. 
gained 22 per cent and Fox 26 per cent. 


Compiled by SALES MANAGEMENT 








“A sheep there was, it lost its 
way— 

And sheep can be very frisky, 

But is it biblical stuff when shoes 


do stray, 
Into the production problem of 
wisky. 
The news clipping which stimu- 
lated the above is as follows: 


Gave Ladies’ Shoes Free with 
Each Pint of Liquor 


Novel Ruse Uncovered by Federal 
Agents Near Chester, Pa. 


A pair of ladies’ shoes free with 
each pint of liquor as a premium, is 
the explanation of some 6000 pairs of 
footgear found by Federal agents in 
an alleged liquor cutting and bottling 
plant on a farm at Brandywine Sum- 
mit, near Chester. 

shoes were on the second floor 
of a barn. On the lower floor was 
found, according to the agents, sixty- 
‘hree gallons of liquor in the process 
of being cut and bottled. 

The Federal men believe the liquor 
was shipped in the boxes with the 
shoes to avoid detection. 


* * * 





Shoes wrapped in 
cellophane is the next step for- 
ward in the great development 
which started with cigars and 
cigarettes and ends on a front 
cover of “Ballyhoo.” Several fac- 
tories are now planning to wrap 
white footwear in cellophane but 
the real prize will go to the man 
who discovers a way to completely 
cover a shoe in cellophane—inside 
and out—so that fittings will be 
truly hygienic. Good-bye athlete’s 
foot—welcome cellophane. 


* * * 


Mss. A. D. Day, 


of the Ideal Baby Shoe Company 
of Danvers, Mass., has recently ap- 
pointed a child health expert to do 
field work in the promotion of chil- 
dren’s footwear. Mrs. Day con- 
siders that every shoe man has an 
obligation to growing children and 
that errors in posture are the out- 
come of errors in shoe fitting. 
Parents in the future must be told 
what is right and why, and the 
child health expert is there to ex- 
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plain the part that footwear plays . 


in the future of Young America. 


* %* * 


Maurice Wright, 
president of the Boyd, Welsh Shoe 
Company, St. Louis, put two pair 
of Peacock shoes on an eagle of 
the air last week. Miss Betty 
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Gerkey, flying secretary to the 
famous flying Governor of Cali- 
fornia, Hon. James Rolph, Jr., 
alighted from her plane in a near- 
by field and paid the factory a 
visit. She carried letters from the 
Governor of California to the Gov- 
ernor of Missouri, mayor and post- 
master of St. Louis and Mr. 
Wright. Following these happy 
greetings she winged her way by 
air to Chicago and Detroit. 


xk ok Ox 


The 32nd International 
Shoe and Leather Fair will be held 
in London, October 5th to 9th. If 
you are London-bound, we have 
tickets printed in four languages 
and you can telegraph “Goloshes, 
Fleet, London” that you are com- 
ing. This is an all industry institu- 
tion and it is a tradition in the shoe 
trade abroad to plan collectively in 
early October for the new selling 
year to come. 


‘ee 


Fitty million 
goat skins can’t go wrong, for if 
they are placed in single file they 
would circle the globe with 2,000 
miles of goats to spare. They 
start marching from India and 
China and don’t stop until they are 
in the tanners’ vats in America. 
Then in no time at all, they are 
finished leather and go into more 
than 100,000,000 pairs of shoes 


annually. 
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Ask Me Another 


—What will be the trend in merchandise 
prices? 

—There is a definite necessity for their 
increase. 

—What effect will this have on volume? 

—The important thing always is profit, not 
volume. Increased prices will enable many 
merchants and manufacturers to steer 
their course away from the dizzy preci- 
pice of bankruptcy. 

—But isn’t it true that we need volume to 
give employment? 

—Not at the expense of solvency. Wages 
to sustain buying cannot be paid indefi- 
nitely by .firms whose balance sheets are 
written in red ink. 


Zot TEE, 


President. 

















Dientos the 75th 
Fall season’s business at retail, 
Fabel’s Orthopedic Shoe Shop of 
St. Paul, Minn., carries on a noble 
tradition by saying: “In all our ex- 
perience, embracing three-quarters 
of a century, we have reached the 
point where it is our privilege to 
fit on the feet of our customers 
the best fitting, the most comfort- 
able and best made shoes ever pro- 
duced.” 

What progress this store has 
known since Conrad Fabel left his 
custom boot shop in Germany and 
opened his shoe store in St. Paul. 
Four generations in shoes to For- 
est Fabel and a spreading list of 
customers in virtually every State 
in the Union. 
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Young Mother Hubbard went to the cupboard—and discovered the reason why the 
shoe business is on the up and up. 








BOO TS—Answering the 














Sixteen eyelet field boot 

made with a genuine moc- 

casin toe and full bellows 

tongue. This boot features 

hand seaming around the en- 
tire vamp. 


Effective Promotion at the Beginning 


of the Hunting Season Will Produce 


Extra Sales and Profits 


By 
MADAME HAMILTON JEFFRIES 


Fashion Editor 











This boot, known as an ang- 
ler’s type, is constructed 
with a molded sole and extra 
spike heel. The double vamp 
feature, sewn with a spe- 
cially constructed imported 
linen thread, is made ab- 
soiutely waterproof. The 
unique lock stitch empha- 
sizes the wearing quality of 
the boot. 























Tramping and field shoe featur- 
ing hook fasteners and pocket 
with knife. This boot comes in 
oiled and waterproofed leather 
and is laced with wide leather 
thongs. Carries storm welt. 





Plain full toe number featuring 
the reinforced blucher closing. 
The eyelet closing is changed 
to hooks above the ankle line. 
Storm welting is used and rec- 
ommended for boots of this type. 
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Season’s Call of Work and Sport 


Tm sum total of business done 
on leather boots for men and boys in the Fall season 
represents a very substantial amount of money. A 
large part of this sum total, however, goes to out- 
lets other than the specialty shoe store. Much of 
it goes to the mail order house, particularly that 
portion which represents utility boots worn by farm- 
ers for work and by country boys for school and 
play. Another considerable portion, representing 
hunting boots, hiking boots and types for skiing 
and other winter sports gravitates to the sporting 
goods store. 

There are decided possibilities in most communi- 
ties for more business on high cut footwear of the 

















Boy’s every day tramping boot 
with combine fastenings. This 
boot details four rows of swank 
stitching on the quarter, extra 
large knife pocket and three 
buckle strap. Storm welts are 
especially popular with boys. 





types illustrated on these two pages. Seasonable 
promotion at the beginning of the hunting season 
and again in the early winter, when sports which 
call for such equipment are beginning to occupy 
the attention of those who participate, is quite essen- 
tial if the possibilities of the merchandise are to be 
fully realized. 

Winter sports, such as skiing, toboganning, skat- 
ing, etc., which have for years been popular in Can- 
ada and Europe, are absorbing more and more at- 
tention in America each year. The New England 
States and the States along the Canadian border 
are showing an increasing enthusiasm for the more 
strenuous forms of winter outdoor activity. All of 
these things spell opportunities that can be devel- 
oped by the enterprising retail shoe store. 


A little different detail for the 

tramping boot, featuring the 

stitched toe cap, the laced strap 

closing and broad strap for the 
top finish. 




































Boys are very conscious of what 
they want for a tramp shoe. In 
certain sections of the country 
boys prefer the guard closing, 


Again we see the combined fea- 
tures of the full moccasin toe, 
the two types of closing and the 
tailored cuff with flapless knife 













especially boys who have a 
paper route or tramp for miles 
to school and town. 







case and one strap closing. 
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Instead of big men 
and little shoes we 
make the shoe big 
and the men little to 
illustrate the point of 
craftsmanship in fac- 
tory production vs. 
idea that shoes are 
simple things, thrown 
together 
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What Goes into Shoes, and Why? 


It Ils Time to Correct the Mistaken Idea That Shoes Are 
Assembled Without Craftsmanship and Much Handling 


‘Ehone is a growing misconception 
of shoemaking. Shoes are not made by one machine, 
by one pair of hands—not even in custom shops. 
Every factory made shoe is touched by at least 67 
pairs of hands. It often runs up to 210 pairs of 
hands and we can see no possible process in the pres- 
ent or far future wherein leather and materials can be 
assembled in a practical shoe with much less handling. 
Hands cost money. Such costs must go into the shoe. 
There is, therefore, a bottom to the price of shoes 
below which they cannot be manufactured nor can 


they be distributed pair by pair in stores everywhere. 

Some years ago, a merchant put a sole-stitching 
machine in his window. He was astonished to find 
out the public thought that that was all there was to 
the manufacture of a pair of shoes. He replaced that 
machine with a chart showing the multitudinous pro- 
cesses and handlings needed for the making of one 
pair of shoes. From that day forth he had no trouble 
in justifying the price of shoes on the score of ease 
of manufacture. 

In straining for an idea to illustrate how 100 and 
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more pairs of hands were employed in the production of a single shoe, 
we found it best to throw the sizes in reverse. Instead of big and little 
hands, we made a big shoe and little men and the admirable illustration 
tells graphically the story. 

What makes shoes so complicated? The fact that every corner 
of the globe must be scoured to get raw hides and skins, tanning mate- 
rials, steel, cork filler and thread—from China to Brazil, from India to 
Montana—makes it necessary to consider the economies of building 
the American shoe. 

Is the shoe economically made? It certainly is, for no other article 
needing as many as 210 pairs of hands and about 137 machine opera- 
tions can be sold at a price in America which in comparison with other 
nations and the wage of the people is less by 40 per cent. From the 
labor viewpoint, one has but to consider that there can be no further 
reductions in either tanning or shoemaking. 


What is the size of the shoe industry? 
Through inventive genius and business ability the shoe industry is today 
the seventeenth industry in the United States. Over $300,000,000 is 
invested therein, over 200,000 wage earners are employed and the annual 
product is approximately one billion dollars, with an output per day of 
over 1,000,000 pairs. Truly such an industry with over 1,400 plants 
is competitive and, therefore, giving most economical service to the 
public. 

The taste of the American public. is improving. The woman will 
return to cheap shoes, such as were made years ago, no sooner than 
a man will return to writing all letters by hand, paying all bills by cur- 
rency, and a housekeeper to tallow candles from electric light. But 
the public can help by accepting good-fitting shoes made up in leathers 
of greater variety. If a diversity of leathers could be made so that all 
demand was not for one popular shade of color or material, then more 
valuc could be obtained out of that most variable material—leather— 
which comes from so many animals’ backs. When fashions make 
perishable the product on the merchant’s shelf, then such losses must 
be paid for by someone—and the public holds the ultimate purse. 


Tell the public: Buy the best shoe that 
can be afforded and then take care of it after it is bought, providing, 
however, that the service in fitting has been in keeping with the price. 
No article of wearing apparel reveals its cheapness with the readiness 
of footwear—and no article of wearing apparel is more slandered by 
the modifying explanation, “Well, what could you expect at the price ?” 
The necessities of life are narrow and limited. We must have them if 
only to be permitted to ask for “more”! Fashion may be a luxury, 
but it is a very essential addition to life. The shoe today, whatever its 
price, is tremendously more economical in price and service over the 
shoe assembled by hand in days of old. The industrial marvels of 
other industries might be as great but in comparison to the service 
rendered by any article of apparel modern machine-made footwear 
stands out as America’s greatest achievement. 

Can a merchant cheapen shoes to absorb the increase in price? 
Yes, he can, but he is doing his store an irreparable damage. The public 
should be told very definitely that a well-balanced shoe has the same 
average of quality in all its ingredients and workmanship. 

Time has solved the problem of price for both shoe and service. 

[TURN TO PAGE 66, PLEASE] 
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How Many Hands 
Are Needed for One 
Pair of Shoes? 


Basic Operations Entering into 
Manufacture of a Quality 
Turn Shoe 


CUTTING—Leather sorting, surveying 
of materials, checking materials, putting 
up jobs—in case lots. 

CUTTING DEPARTMENT — Clicking, 
marking, stamping, sandpapering for mark- 
ing, stamping sock linings, outside cutting, 
lining cutting, backing cutting. 

FITTING DEPARTMENT—Skiving out- 
side, skiving linings, backing, closing, lin- 
ing making, rubbing seams, plain pasting, 
fancy pasting, nickers, cementers, flat pip- 
ing folders, flat folding, hand fold binding, 
machine fold binding, straight binding flat 
machines, straight binding post machines, 
vampers, fancy stitchers, plain stitchers, 
edge stitchers, covering, perforators, eye- 
leting, sizing out, trimming, inking, lacing, 


STOCK FITTING DEPARTMENT—Sort- 
ing materials, channelling, rounding, shank 
out turns, attaching steel shanks, trim 
shanks, buffing counters, channeling and 
shanking out, splitting, tying and inking, 
stamping outsoles, stamping shanks and 
counters, splitting, shanking out and re- 
ducing seats, nick counters. 

REGULAR LASTING — Wetting up 
counters, shanks and soles, tacking on 
soles, assembling upper on last, placing box 
toe, placing counter, measuring vamp, 
measuring back seam height, tacking upper 
to sole, stitching upper to sole, pulling 
tack, trimming excess, rubbing channels 
and seams, relasting shoe, parting shank 
piece in place, side tubing, smoothing 
wrinkles, heel seat moulding. 

HEEL DEPARTMENT—Heel seat trim- 
ming, heel seat moulding, attaching heels. 

CEMENTING THE FLAP — Trimming 
flaps, wetting flaps, cementing and bind- 
ing flaps, taping flaps with elastic to al- 
low it to dry, tucking end of flap under 
top lift, putting tack through top lift to 
hold flap in place, chopping top lift. 

FINISHING DEPARTMENT — Pulling 
tacks, edge trimming, edge setting, breast 
scouring, buffing, naumkeg buffing, sand- 
papering of hand, bottom finishing, final 
finish, cleaning, last pulling, scrape shanks 
and set joints, trim shanks. 

PACKING DEPARTMENT — Cleaners, 
trimmers, repairers, sock lining, lining re- 
pairers, nailers, take out paper and nails, 
lining cleaning, final examination, cutouts, 
buckle sewers, iron linings, rubbing edges, 
sprayers, polishers, sizers, put sticks in 
shoes, open shanks, packing shoes, singe- 
ing, buckle sewing by machine, send shoes 
down shute, brush bottoms, buckling and 
button shoes, check in shoes, change shoes 
on racks, inking, stamping boxes, checking 
out, checking runs complete, shipping to 
customer, 

WOOD HEEL TURNING AND COVER- 
ING—At least thirty operations. Com- 
pilation by |. Miller & Sons, Inc., Long 
Island City, N. Y. 




















WAGES AND PRICES 


Control Purchasing Power and Prosperity 


By 


EDWARD .A. FILENE 


William Filene’s Sons, Inc., Boston, Mass 


uns that bring unemployment, 
are due simply to bad thinking; bad thinking espe- 
cially on the part of business men and financiers. 
The reasons for our present unemployment arc 
not hard to find. They are recognized in the program 
of this Congress. They all go back to the funda- 
mental fact that, unless people can continuously buy 
all that industry produces, times will come when those 
same people will be unemployed while waiting for 
present inadequate consumption to catch up with past 
production. The only cure for unemployment is em- 
ployment, because employment comes only from buy- 
ing and because buying comes only from wages—the 
higher the wages the greater the buying power. 
Purchasing, that is to say, the consuming power, 


depends upon both the waves available for spending 
and the prices of the things those wages should buy. 


Wages and prices—those are the two factors con- 
trolling purchasing power and prosperity. And it 
is, of course, to be remembered that the selling price 
includes not only production cost but selling expense 
and profit. 

Wages, price and cost—these go back to methods 
of production and distribution. 

Production never becomes wealth until it is made 
available for human use. 

Production and distribution, therefore, are not two 
separate functions, but simply phases of the same 
process—industry. Mass production demands mass 
distribution ; and if it does not demand and actually 
get mass distribution, mass production is profitless. 
No matter how efficient production may be, it can- 
not keep the balance between production and pur- 
chasing power unless distribution is efficiently or- 
ganized. And it must be organized for the definite 
purpose of getting things to people in the most eco- 
nomical way and at the lowest price which the best 
scientific methods make possible. There is no other 
legitimate excuse for either wholesale or retail es- 
tablishments today. 

Let us understand at the outset clearly what mass 
production is and what it implies. I use the word 
“mass” to bring out the idea that these new meth- 


ods of production and distribution are for the masses. 


Mass production is not merely large-scale produc- 
tion. It is scientific production, so planned, organ- 
ized and carried on as to make possible a very high 
rate of production per man. That in itself reduces 
costs. 


But if the economies are not passed on to the 
consumer in lower prices, it is not mass production, 
because it does not help the masses to buy what is 
heing produced. Their buying power is the essence 
of mass production. And if wages are not raised 
about in proportion to the increase in production, 
it is again not mass production, for it has not done 
the utmost possible to raise purchasing power and 
so put its products within the reach of the masses. 
Given larger mass buying power, the total profits of 
lusiness increase, although the unit profit is kept low 
so as to keep prices as low as possible and thus in- 
crease buying. Business in the past, before this point 
of view was adopted, endeavored to profit by catering 
to the “classes,” the comparatively well-to-do. But 
100,000 or 500,000 or even a million multi-million- 
aires cannot possibly make a market for the enor- 
mous output of mass production. 


Thus for the most selfish 


of reasons—greater profits—enlightened management 
has discovered that it is desirable—yes, essential— 
to raise wages and reduce prices to the greatest pos- 
sible extent. 

Immediate and ultimate wage policies are depen- 
dent, of course, upon a multitude of economic fac- 
tors. Experience with mass production and distribu- 
tion, however, suggests this formula, which has regard 
for the interests of employers, employees and the 
consumer : 


Wages, which mean buying power, should in every 
industry be raised as high as is possible without 
increasing the cost of the product. We might go 
still further and express the formula in this way: 
Wages should be as high as they can be made, pro- 
vided the rise in wages decreases the cost of the 
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A significant quotation ap- 
peared in the issue of the Boot 
and Shoe Recorder opening 
up the year 1931. It was from 
Owen D. Young and said: 

“Let no man think that the 
living standards of America can 
be permanently maintained at a 
measurably higher level than 
those of other stabilized coun- 
tries. Either we shall lift theirs 
to ours or they will drag ours 
down to theirs.” 

We have kept that quotation 
constantly in mind, hoping that 
sometime, somewhere and some- 
how an answer might be found. 
Here it is from E. A. Filene 
before the World Social Eco- 
nomic Congress at Amsterdam, 
Holland, under date of August 
27, 1931. 


product. That this formula is practical is shown by 
innumerable instances of success in business. 

Of course, such a formula denies absolutely the 
accuracy of the brutal, classical economic theory of 
the fixed wage fund, a theory which has persisted 
with uncanny strength and has done an untold amount 
of harm. If it were true that there is a definite, lim- 
ited fixed wage fund, it would follow that with an 
increase in the number of workers the wages avail- 
able for each would fall and the birth rate would have 
to be controlled until the number of possible workers 
was so reduced that a living wage could be paid. 

Modern industrial experience has proved the op- 
posite, that the wage fund rises with every rise in 
the efficiency of production, and that wages do not 
come out of profits, but, on the contrary, higher 
wages make higher total profits. The discovery that 
the fixed wage fund theory was false accounts in 
large measure for America’s comparative prosperity. 


Mass production and distribution 


are not to be regarded as purely American practices 
which for some nefarious reason American business 
men wish to force on Europe. Mass distribution is 
a business fact to which modern invention, indepen- 
dent of national divisions, has brought us. It is the 
next step before all industry, except, perhaps, that 15 
per cent or so which is concerned with producing 
what may be called de luxe products. Nevertheless, 
because of the stage of development of American in- 
dustry and for other reasons, perhaps, which need 
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Edward A. Filene and Thomas Bata 


not be elaborated, American business men have quite 
generally subscribed to the gospel of high wages and 
low costs through mass production. Although Amer- 
ica, like Kurope, is now in the depths of a severe de- 
pression, the fact remains that prior to it the masses 
of our people enjoyed a level of prosperity the like of 
which has never been seen. In fact I believe that 
right now, when we in the United States are talking 
hard times, the general prosperity of the masses is 
greater than that ever enjoved before under the most 
favorable conditions. 

I do not mean to imply that I consider American 
standards to be either an ultimate goal or even a 
proper starting point. What the masses must have 
in America and elsewhere, in order that business 
shall be able to sell its constantly increasing pro- 
duction, is a higher and higher standard of living, 
and we have begun to discover in the United States 
that the standards of living can be raised while at 
the same time the total profits of business steadily 
increase. 


Nor do I mean to imply that in the United States 
or elsewhere the masses become content simply be- 
cause standards of living are raised. It seems some- 
times as though they become more discontented than 
ever. In America, however, the discontent of the 
masses is not directed against the government nor 
against employers nor against business. It is directed 
only against poverty. It is directed toward more effi- 
ciency, more cooperation, toward perfecting the proc- 
esses which have raised wages. They know that this 
has been accomplished by scientific methods. The 


[TURN TO PAGE 66, PLEASE | 









Ultra-modern but not for Germany, the de- 

partment store of F. V. Grunfeld, a master- 

piece in glass and chromium—the motif. for 

the whole building. The base of the window 

is of blue colored glass and chromium tubing; 

the windows are lighted and decorated with 
Neon tube lamps. 


When our art director, John Reilly, and one of 
our staff photographers, George Pelzer, went tc 
Europe this Summer to attend the Colonial Ex- 
position, we gave them an assignment to study 
new and modern examples of window display 
They returned with the information that Ger- 
many, in spite of moratorium, unemployment and 
all the ills of reconstruction, is remodeling, re- 
arranging and refurnishing windows and stores 
in tune with the modern tempo of merchandising. 








Novel Window 


~~ ~ from 


emnany is perhaps the most 
“display conscious” country in the world, a quality 
which makes German advertising and poster work 
so refreshing to the American eye. But there is an 
absolute brilliance in the treatment of their windows 
and a very real charm in the manner in which they 
decorate their store interiors—an all important and 
highly personal phase of any advertising. 

Even now, at the height of their depression, with 
problems of war debts and a moratorium resting on 
their shoulders, Berlin has some windows and en- 
trances that for sheer luxury and beauty are far in 
advance of anything we in America can offer. And, 
oddly enough, these windows are not,strictly confined 
to shops selling particularly high quality merchandise. 

Regardless of the type of shop or the merchandise 
it is selling, there is the same care of design, crafts- 
manship in execution, and attention to details of dis- 
play of merchandise in the window itself. The trend 
is modern and simple. 

One does not see the ultra-ornate angular creations 
which we choose to call modern, nor wild colors 
indiscriminately used, particularly in signs and win- 
dow display cards. Backgrounds of paneled woods in 
classic and modern design and rich satin drapes al- 
ways in cream, white or subdued colors effectively 










Elizabeth Arden at Lennestrasse 5, has a splen- 
did window of jet black marble framed with a 
very narrow strip of brilliant chromium, which 
reveals negligees and perfumes against a back- 
drop of silver gray satin, carefully pleated. 
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Ideas 
European Cities 




























set off merchandise. Constantly one is made to 
feel the luxury of the window and the store by 
the careful and intelligent manner in which 
the merchandise is displayed. 

A city of chromium, this shining new metal 
is to be seen in all types of buildings, but the 





use they have directed it to in stores, and par- Mercedes, another shoe shop, one of a chain, sell- 
ticularly store fronts, is amazing. Areas of 


ing moderately priced shoes, at Kurfurstendam 

230, Berlin, has a charmingly simple entrance of 

glass and chromium. The large name plate is of 

gilt metal and opalescent glass and the gilt 

monkey device surmounting the entrance is of 
the same material. 


black onyx, glass, or marble with simple reliefs— 
strips of chromium or appliqued floral and animal de- 
signs stamped from chromium sheet. Many of the 
larger stores have great areas of plate glass relieved 
only by chromium frames in geometric shapes and 
effectively used curved glass. 

Color is used sparingly, but in a decidedly effective 
manner—simplicity being the keynote of the whole 
scheme. The ever-difficult problem of name plates 











The establishment of Berthé, Robes et and signs has been intelligently solved by the use of 
Manteaux on the Lennestrasse, Berlin— wonderful new glistening metals against black and 
ors ed — oo oa brilliant orange and vermilion backgrounds. 

work and white satin drapes together with Berlin strikes a most refreshing note. There is de- 


a tasteful arrangement of the merchandise 
makes this a truly delightful window. 


pression in Germany, but a man about to buy a pair 

of shoes is not painfully aware on entering 

peas ae a | the store that the merchant is in the grip of 
= 







depression. Neither does he sense the studied 
[TURN TO PAGE 46, PLEASE] 
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The Berlin Shoe Store of Arthur Jacoby, 

Kurfurstendam 224. Showing the luxury of 

fine carved woods and soft satin curtains 

as a background for ladies’ and gentle- 
men’s shoes. 
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Shoes Are the Things That Sell 


to the hundred and one details of 

retailing when the truth is that 
after all is said and done, shoes are 
the things that sell. 

We had occasion, recently, to go 
into the sumptuous office of a manu- 
facturing concern and noted the total 
absence of shoes or parts of shoes on 
any of the desks of the several heads 
of the business. In fact, shoes were 
so conspicuous by their absence that 
the floor might have been the office 
of a bank. You may answer this 
statement by saying there is a place 
for everything and everything in its 
place—that shoes are to be found in 
sample rooms and parts of shoes on 
the designer’s table. But that is not 
the theme of our story—for the shoe 
is a symbol as well as an article of 
trade. A man’s mind cannot be very 
far away from his product when a 
shoe is before him all the time. We 
found, strange to relate, that the con- 
versation that ensued was on the sub- 
ject of depression, finance, service— 
everything else but shoes. 

This is in no way an indictment of 
manufacturing. Perhaps it is a rare 
exception but as the theme of this 
editorial, we believe it is time to 


[ i the hundred is too often given 


stress the shoe as being the thing that 
sells. People buy shoes. Service 
and charge account, delivery and 
everything else is secondary to the 
shoe itself. Shoes must be moved! 
Millions of pairs! 

The public will buy 18 billion dol- 
lars worth of commodities of one 
sort and another in retail stores be- 
tween now and Chirstmas. A slice 
of this money will go into shoe stores. 
Whether much money or little money 
goes into the shoe stores is up to in- 
dividuals operating and working in 
shoe stores. 

If workers in shoe stores lay 
down and simply take the busi- 
ness that the public must give to 
be foot covered, why then we can 
look for a lean season. But if 
every worker in every shoe store 
feels the individual responsibili- 
ty of selling the public not only 
what it needs, not only what it 
thinks it needs, but an extra pair 
per customer, you are in line to 
get a larger share of that im- 
mense spendable sum. 

It is a problem of individual 
salesmanship, pair by pair, sold 
for the right purpose in the right 
fitting and at the right price. 


There is no other way to make 
progress except by selling pair 
on pair. 

We are entering the consumer age 
—the golden day of the spendable 
dollar. Never was a time in the his- 
tory of commodities when so much 
real value is asked, and is given to 
the public. At the present level of 
prices and at the present high level 
of service—the public is king. Care- 
less dollars give way to discrimi- 
nating dollars. 

Fortunate indeed is the shoe in- 
dustry in having a commodity that 
combines elements of utility and 
pleasurable ownership. The shoe in- 
dustry has been heralded the country 
over as the first of the industries to 
find its place in the new scheme of 
dollar service. As an industry it 
reaped no golden rewards in the last 
decade because shoe money was piker 
money. Today’s shoe dollar is in a 
leading position and the trade enjoys 
the good will of the public and the 
good wishes of all in business. 

It is up to every store therefore 
and every individual therein to step 
lively in sales and service in the 
months leading up to a very practical 
Christmas season. 


What Price Shoes? 


S there any bottom or top to the 

price of a shoe? That is the ques- 
tion. The answer to that question is 
not to be found in the statistical 
records compiled by government or 
by industry. In individual cases, the 
low and the high price becomes a 
matter of curiosity. For example, 
we have seen shoes made to sell at 
sixty cents a pair and we have heard 
of a pair of shoes sold in Paris, with 
diamond heels and ornaments, for the 
favorite of an Indian prince, for the 
price of $80,000. 


Every industry has its low and 
high. In automobiles there are cars 
to be had at $300. and last week there 
was shipped to the Shah of Persia 
an American made car whose price 
was $100,000. 

Locomotion has no top or bottom 
price. It is all wrapped up in “what 
will the individual pay.” We are now 
in an economic phase within which 
industry is trying to find out the lev- 
els at which masses of shoes will 
move. Whether the new mass level 
will be closer to $4.00 than to $6.00 


is something to be determined in the 
give and take of business this year 
and next. 

There is a price level below which 
good shoes cannot be if industry is 
to render a continuing job. Shoes 
as yet are not molded in the one piece 
and distributed like canned goods. 

We have therefore reached the 
point where we must realize that 
there is a low point below which 
shoes cannot be built in the mass, if 
industry is to continue. We believe 
that point is not far distant. 
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When the Politics—»» 


of a nation were settled nightly by the group that 































gathered round the wood stove in the corner grocery, 
when the cat slept in the cracker barrel and customers 
helped themselves to pickles — 

Selling was a simple proposition. 

A man brought his feet into a shoe store and if the 
merchant didn’t happen to have the correct size in a 
shoe, he’d sell the customer the box and let it go at that. 

Or almost anyway. 

But nowadays it’s different. The customer is con- 
scious of his feet and the merchant is sincere in his de- 
sire to Serve. 

It’s fine to talk TURN-OVER, but it’s only profit- 
ably possible when the manufacturer maintains an effi- 
cient IN-STOCK department. 

The entire factory output of WALTER BOOTH 
shoes goes into IN-STOCK shoes. Every size and style 
and width is ready to respond to the retailer’s SOS— 
(Send our Shoes!) 

Business is a lot like baseball. The hits you made 





yesterday will not help you win the game today. To 
make sales you must have your shoes NOW. 


And WALTER BOOTH SHOE retailers get them 


even quicker than that! 





WALTER BOOTH SHOE CoO. 


302 N. Broadway, Milwaukee, Wisconsin 


MANUFACTURERS OF MEN’S DRESS SHOES 


Retailing at $4.00 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 
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Children haven’t changed at heart since the fabled days when the Pied Piper led his procession through the streets of Hamelin. They still 
love to follow a parade. 


Polsky s Stage a Party 


Here’s the Story of an Unusual Publicity Stunt That 
Sold Shoes Besides Creating a Fund of Good Will 


When E. Belhumeur took charge 


of the shoe department at the A. Polsky Company in 
Akron he was dissatisfied with his volume of chil- 
dren’s business. He was not content with the slow 
and somewhat laborious promotion which could be ob- 
tained through ordinary channels. He said in effect: 
“IT want to do something big, something sensational 
that will make everyone in Akron talk about Polsky’s 
shoe department for children.” 

Mr. Belhumeur arranged a conference with Mr. 
Rice, the promotion manager; Mr. Gould, the ad- 
vertising manager; Mr. Short, Ohio representative 
for Pied Piper shoes, and W. W. Kiss, sales man- 
ager for the manufacturers of the line. Plans were 





Here's a part of the party that gathered in the Polsky store in Akron. 


developed for a children’s party, which was staged 
Saturday, June 6th, at the Polsky store. Advertis- 
ing announcements appeared in the newspapers the 
week before. During the same week circulars mak- 
ing the same announcement were distributed at every 
school ground and public playground in town. 

On Saturday morning, as scheduled, the Pied Piper 
arrived in Akron by airplane, flew over Polsky’s 
store, diving and dipping by special permission of the 
city council. During these maneuvers several thous- 
ands of numbered tickets were dropped from the plane 
These tickets were good ata lucky number drawing 
held later in the morning, at which each holder of 
the lucky number was given a certificate entitling 
him or her to be fitted with a pair of shoes of their 
own choice bythe Pied Piper personally. 

The Pied Piper and his plane then proceeded to 
the airport, landed and rode through the streets of 
Akron in an open automobile, arriving at Polsky’s to 
be greeted by between 3500 and 4000 children. 

The children were then led into the Polsky audi- 
torium from which every obstruction, including 
seats, had been removed. They were there enter- 
tained with the story of the Pied Piper of Hamelin 
and the story of a verbal trip through the factory. 
Then came the lucky number drawing for shoes to: 
be given away. Following this hats and horns were 
distributed to the children and again by special per- 
mission of the city council a parade of children two 
blocks long was led through the main street. It was 
the store’s biggest day in children’s shoes. 
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L you want faster turnover, 












display merchandise advertised 





in THE AMERICAN WEEKLY. 
This great magazine brings that 
merchandise to the attention 
of 5,500,000 families, or nearly 
twice aS many as are reached 


by any other publication. 





THE MERICAN 





Main Office: 959 Eighth Avenue, New York City 
Branch Offices: Patmotive Bupc., Cuicaco . . . 5 WintHrop Square, Boston . . . 753 Bonnie Braz, Los ANGELES . . . 222 Monapnock Bipc., San Francisca 
. « 1138 Hanna Bupc., Crevetanp . . . 101 Marietta St., ATLANTA . . . INTERNATIONAL Orrice Bupc., St. Louis 
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We show herewith 2 in stock num- 
bers of the new Musebeck line ot 
arch support oxfords for women 
made of RUBY KID. 


Stock No. S088, Brouwer “Re- 
search” Last No. 88 Black Ruby 
Kid, five eyelet tie, Musebeck built 
in a support innersole, price 
4.85. 


Stock No. S086, Black Ruby Kid, 
five eyelet tie, Musebeck built in 
arch support innersole. 


The above numbers are carried in 
stock for immediate delivery. 


Standardize on 


Cvans Brand. 
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RINEW LINE OF WOMEN’S 
HSUPPORT OXFORDS THE 
MUSEBECK SHOE CO. 


Standardize on 


(Lub; 


The Musebeck Shoe Company of Danville, Illinois, are i 
responding to many calls from their customers for a 
line of women’s orthopedic welt oxfords, carrying their 
special arch support innersole which has proved so suc- 
cessful in their men’s shoes. 























It is significant that in this new line they are standardiz- 
ing on RUBY KID in all black kid styles, just as has 
been their practice in Musebeck men’s shoes for so 
many years. 


The Musebeck Shoe Company believe fundamentally in 
acquiring and holding the good will and loyalty of their 
customers. 


They stress careful construction and specially selected 
materials as most necessary elements to this end. 


The fact that they have standardized on RUBY KID for 


— many years is therefore much appreciated evidenCCemmmemes 
of its consistent service to them and their customers. —_—_——« 


L c 
‘Wea Straight 
oes 


JOHN R. EVANS & CO. OS 
Camden, N. J. 


ST. LOUIS MILWAUKEE CINCINNATI PHILADELPHIA BOSTON ROCHESTER 





IT’S AN 


EVANS LEATHER 
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To Accelerate Industry's Momentum 


NORMAN G. SHIDLE 


Mr. Shidle is direct- 
ing editor of the Chil- 
ton Class Journal 
publications, the lead- 
ing industrial and trade 
magazines of the auto- 
motive industry. For 
more than a decade his 
analyses and predic- 
tions regarding busi- 
ness trends in that 
huge manufacturing 
industry have been 
recognized as author- 
itative. 

Only last year his 
articles won two 
prizes in the awards 
for editorial excellence 
made annually by the 
Associated Business 
Papers. He is a mem- 
ber of the Council of 
the Society of Auto- 
motive Engineers, of 
the executive ‘com- 
mittee of the National 
Conference of Busi- 
ness Paper Editors and 
is chairman of the spe- 
cial committee of the 
National Conference 
appointed to cooperate 
with the National Bus- 
iness Survey Confer- 
ence. 

He is author of 
“Finding Your Job” 
and has written on 
many business sub- 
jects. 








An Editorial ‘ 
By NORMAN G. SHIDLE 


Director, United Business Publishers, Inc. 


Between now and January |, 1932, a few 
smart, courageous, fighting companies are going to jump the gun in the race back 
to business prosperity. 

While their competitors are waiting for the tearing of a sheet from a calendar 
to metamorphose economic conditions, new pioneers in every important industry 
are going to ACT. 

These go-aheaders have faced reality—stark, crystal—clear reality. They see: 

Wholesalers and retailers questioning the permanent stability of every line and 
every manufacturer with whom they are doing business ; 

Scores of trade buyers passing on from one to another strange, weird, silly 
rumors—sometimes about even the oldest and strongest companies in the business ; 

Hundreds of sensible retailers wavering in their belief in the soundest of pro- 
jects: hungry for leadership: ready to form new allegiances; eager to cry “Hail” 
to the industrial organization which moves with dominant strength. 


Opportunity is wide open between now 
and January 1, 1932, for new firms to seize or old firms to consolidate leadership 
in their respective branches of industry. Some men see that chance clearly—and 
will grasp it. 

While their competitors are reefing sail still further “until after the first of the 
year,” listlessly, penuriously, fearfully hoping that a change in date on the calendar 
will in some mysterious way bring a change in their fortunes—while the great 
herd of business men are toasting their toes before a dimming fire. 

These new pioneers are going to use these three vital, opportunity-filled 
months to advertise to the trade—to contact with the trade—to write to the trade— 
to fill the trade with a vitalized vision of the everlasting power and courage of their 
plans, their organizations, their methods and their purposes. 

They will reach the trade in its most receptive mood; and when it is less 
crowded than ever before with competitive messages. 

They are going to stand out like tall pines towering high in a forest of weeping 
willows. 

They are going to be conspicuous in their activity, sound in their judgment 
and far-visioned in their planning. 


And when the subtle thing called the 
tide of business suddenly is found to have turned they will have just the advantage 
that a man doing a running broad jump would have were he competing for distance 
with a man compelled to do a standing broad jump. 

They will have the most potent and powerful advantage over competition that 
any company can possesss—MOMENTUM. 

They will have gathered that momentum slowly, imperceptibly at first, but with 
gradually increasing velocity. The first breath of really good business winds will 
blow them forward to permanent leadership, before it ever becomes strong enough 
to budge from the starting point their inertia-bound fellows. 

October—November—December of 1931— 

The companies which will be business leaders in their individual industries before 
the end of 1932 must already see those three months as months of great oppor- 
tunity. 
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THE WEIGHTLESS WELT 


the World has Waited for! 





LIGHT AS A TURN... 


More Style! 


Wirnour changing the fundamental personality 
of the STETSON SHOE, Stetson gives to a style- 
conscious world two things it has long desired... 
(1) a welt without weight ...(2) a welt with more 
youthful style. 

Of course, every retailer knows the great selling 
advantages of the welted sole...its long wear...its 
preservation of shoe shapeliness...its subscription 
' to poise and comfort. 

By a process all its own, Stetson retains all the 
virtues of welt and eliminates the vices—weight and 
style limitation. 

Actually the new Stetsons for Women are light as 
a turned shoe and dainty and youthful in style. For 
the retailer this great Stetson development means 
...a new Sales story...a new shoe value...a vastly 
increased market...and greater profits. 

The new welts are carried in Stetson’s famous 


Dept. 5. Which means that you can be supplied with 
them instantly from a dependable In-Stock depart- 
ment...without any great capital investment on your 
part. The setup is made to order for you. Better get 
Dept.5’s new catalogue at once—select a series of new 
Stetson Welts—and cash in on a great opportunity! 


THE STETSON SHOE CO., INC., South Weymouth, Mass. 


ae 








STETSON SHOES 


FOR MEN 


69 AND WOMEN 
BARRA SAAAANS 
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Today shoe styles go by the heels, 
} for the eye of fashion is focused on 
the rear of the shoe. The advance pa- 






trol of the parade of fashion now 






chooses the heel first, according to its 






elevation, pitch, contour and deport- 






ment. Lhe inimitable grace and beauty 






of the wood heel cannot be surpassed, 






while its individuality and lightness 






give the shoe qualities which appeal 






to women. Manufacturers have found 
that the sales value of women’s foot- 







wear is largely dependent upon the 





symmetry and outline of the rear por- 
tion of the shoe. All Mears Wood 


Heels are accurate duplications of the 







original model_—they are made with 





mechanical precision. The inaccura- 


= nan en — i ele) .¢ FOR MARK 
e style of the shoe, are eliminated. 


HEEL SEAT 











FRED W. MEARS HEEL COMPANY, inc. 
AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 
Associated Companies 


Conway Wood Heel Company, Conway, N. H. 
Merrimack Wood Heel Company, Salem Depot, N.H. 
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Suburban 
Store Must 


Appeal to 
Children 


Friendship of Boys and Girls is Definite Asset in 
Winning Patronage of Parents, Pasadena Store Finds 


” I, building a shoe store in a 
suburban location there must be a definite and con- 
tinued appeal to the children,” says C. A. Gagne, man- 
ager of Johnson’s Shoe Store at Lake Avenue and 
Washington Street, Pasadena. The location is strictly 
a “neighborhood” location three miles from the cen- 
tral business area of the city. The store is one of two 
suburban stores owned by one company. 

“‘We have learned that if we can keep the friend- 
ship of the boys and girls our business with the par- 
ents is secure. We have different methods of keeping 
the children interested in us. 

“Here is a good plan that has worked wonderfully 
well: When we get in new stock on any large scale, 
stock that will appear different to a boy from stock he 
has been seeing in our store, we send him a card, or 
a letter, saluting him by his name. Usually we start 
like this: ‘HELLO HARRY! Then we go on to 
tell him of the new arrivals and ask him to come in 
and look over the merchandise, suggesting that he 
might have some hints to give us 
on what the boys like in shoes so 
that we can gage ourselves ac- 
cordingly. 

“That letter brings in dozens of 
boys. Apparently when the let- 
ter arrives the boy shows it to his 
parents with some enthusiasm and 
is delighted that we remember his 
name and show a personal interest 
in him. And we DO remember 
his name. Not only do we have 
it on file as the result of questions 
asked when he made a purchase 
but it is business with us to chalk 








his name down in our minds. Usually when he comes 
he brings one or two other boys so our list grows. 

“Boys are wonderfully loyal themselves and they 
inspire loyalty on the part of parents, and older mem- 
bers of the family. 


" Noe long ago one of the boys 
in this neighborhood won the junior championship 
and his father won the senior championship in a state 
rifle range contest. The picture of the father and 
son taken together came out in a Los Angeles daily. 
I put that newspaper picture up in our window with 
wonderful results. Boys stopped in front of the 
store by dozens and other dozens came in to talk 
about it. The first time I saw the boy who won the 
contest I stopped him, called him by name and con- 
gratulated him on his feat. That pleased him im- 
mensely and he and all his friends are now our 
friends. 

“We have a fine list of pre- 
miums that we have found to be 
splendid business builders. There 
are no strings attached to them and 
they represent in value about seven 
per cent of our retail prices. A 
card index system is maintained 
and a certain amount of money 
paid us entitles the youthful cus- 
tomer to a certain premium, or one 
of many premiums, kept on dis- 
play in our store. Premiums are 
here for big boys and small boys, 
little girls and larger girls. Among 

[TURN TO PAGE 46, PLEASE] 
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HEEL 
HUGEER 


dealers 
are supplying 
the very real 
demand for 


moderately 


priced shoes 


that fit the 














Narrow Freel— 










'  — Listen to — 
Heet Huccer Harmonies 
every Tuesday Evening in a 
Coast-to-Coast Broadcast 
over WJZ and 
Associated N.B.C. Stations 








HEEL HUGGER SHOES, inc 


AUBURN, N. Y. 
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"This young man 


it's lots of fun 


H. C. MAUL 
of Alton, IIl., seized his 
opportunity to go into the 
shoe business for himself. 
His road to success is 
charted forhim. Similar 
opportunities for young 
men exist throughout 
the country. 


. C. MAUL 
grew up as a salesman in an old established shoe 
store in Alton, Ill. Recently the proprietor decided 
to go out of business. That proved to be young 
Mr. Maul’s opportunity. Here was an established 
business, in a good shoe store location, with a defi- 
nite amount of business already assured. The right 
kind of shoes, well merchandised, would attract a 
lot more people to become regular customers. 


Mr. Maul had for many years nursed an ambition 
to own a store. Consequently, he bought the busi- 
ness. He had been a keen observer of store man- 
agement methods. He had observed lots of things 
in this store in which he had been working, which 
were good practice—many others that were de- 
cidedly not so good. He determined to profit by 
his observations. He was not going along the old 


road. He would chart a new and better way. 
Adv. 


H. C. Maut bought an 
established shoe busi- 
mess... analyzed the 





|... decided success de- 
pended upon the right 
kind of shoes, well 
| merchandised. The 
Brown Plan so com- 
pletely filled the bill 
that it sold itself to 
him. 


A cold analysis of the competitive situation con- 
vinced him that making a success of this new 
business meant being on your toes. He recognized 
his own limitations—which, by the way, is one of 
the first essentials to any successful career. He 
began to look around for a dependable source of 
supply—one that would be reasonably interested 
in his success, not simply interested in selling him 
goods. 


He looked at this line and that, trying to find a 
line and a merchandising plan that would answer 
his requirements. At this stage he was certain 
of only one thing: that he would concentrate his 
purchases instead of scattering them with dozens 
of houses—he’d represent something. 


Finally he spent a day in St. Louis, part of it in 
meeting the men who directed the Brown Plan. 
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‘thas learned — 
to own a shoe 


_ This photo was taken one morn- 
ing before the business day, 
while the stock received one of 
the periodical “once-overs”’, a 
plan that has meant much in 
profits to Brown Plan retailers. 


That night back in Alton he called Mr. Henney, 
Brown Shoe representative, and told him he had 
decided to take on the Brown line and the Brown 
Plan. But let him tell his own story: 


“T told Mr. Henney that I was thoroughly sold 
on the Brown Plan—that it surrounded me with 
the type of merchandising and advertising support 
I felt I needed. But I also told him that I was 
puzzled because there had been an entire lack of 
pressure from either himself or the men in the 
house, to cause me to make my decision. 


“ ‘Well,’ said Mr. Henney, ‘we don’t use pressure 
to win retailers to this Plan. If a man has to be 
high-pressured into it, he doesn’t see the set-up as 
it is—one of mutual confidence and mutual advan- 
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SLOTE 


HOSIERY 





An inviting front, with attractive 
windows and shoes well displayed. 


tage—and might not prove successful. We want 


men in this Plan who have thought their own way 
through, guided by the plain, unvarnished facts 
we lay before them. You found out for yourself 
that the Plan and the line were just what you 
needed. And now we can work together and go 
somewhere.’ And he was right. The help I had in 
planning my store, the help I am now getting in 
every phase of merchandising, display and adver- 
tising, are things I simply could not have done for 
myself. I find it lots of fun—and profitable fun— 
to own a shoe store that is operated on the Brown 
Plan.” 


Ambitious young men who want to get into the 
shoe business, who have or can get the capital 
necessary, are invited to talk to the Brown Shoe 
salesman or write us diréct for full particulars. 
Established retailers who recognize that the old 
order is changing, will find in the Brown Plan a 
means of keeping abreast of the times.- 


Wwows Danse Gowngeiy, 


MANUFACTURERS SAINT LOUIS 
Adv. 





EXTRA 
PAIR 


Recorder’s Contest for Best Sales 

Talk on a Typical Fall Men’s Shoe 

Brings Many Constructive Selling 

Arguments from “‘Men on the 
Floor” 


& the July II issue 
of the Recorver, a $10.00 prize was offered to 
the retail shoe salesman who would write the 
most convincing sales talk around a pictured 
new Fall shoe. Several hundred replies were 
received, a few of which follow. . 

It is felt that it will well repay any retail 
man to carefully digest these talks, for here 
are many well thought out arguments that 
should make many extra pair sales. 

The prize winner was S. K. Harned, Sigour- 
ney, Iowa. His sales talk is given herewith 
and some of the others follow: 


By D. L. Butler, South Pasadena, Calif.: 

“Mr. Brown, among our new Fall shoes just 
arrived there is'one shoe in particular that I 
would like to show you; in my opinion it is the 
last word in Fall footwear for the outdoor 
man. 

“Now, Mr. Brown, I know that your oc- 
cupation requires you to be out in all kinds of 
weather and the average man will not wear 
rubbers—you see that oily finish on that sole— 
that is viscolized, which makes as near water- 
proof as any leather can be made and with a 
grain leather upper, it will not scuff and will 
retain its shape much better than the lighter 
leather. , 

“Would you let me try this one on (be sure 
that you have the proper size for his inspec- 
tion)? When we get a new last, we are all 
anxious to see how it fits. Do you notice any 
difference in the feeling of the heel of that 
shoe—the sole is sewed all around the shoe, 
which gives you an extension heel and the 





How to Sell That 





Here’s the Shoe 
and 
Here’s the Prize Winning Sales Talk 


Submitted by S. K. Harned, Sigourney, lowa. 


After lacing the shoe on— 


Os itaxe , the manufacturer who built this oxford, has 
certainly given us a different shoe for Fall and Winter wear 
and has anticipated nearly every man’s ideas of a real man’s 
shoe. We like to think of a shoe built of leather. Now 
just look at the details of the finish of this one, piped with 
leather, heel pads of generous length and of leather, heel 
linings and tongue linings of leather, leather heels slugged 
with heavy brass. 

“The soles are thicker than your summer soles yet pliable 
and treated to keep out dampness, the toe is new, just 
slightly narrower, plenty of room at the ball of the foot, 
enough swing so that you won’t walk them to the outside. 
The shank is narrower to make that snug fit under the arch 
here and the heel snugs right up without a gap. We also 
have the same shoe with a storm welt, which is wonderfully 
effective in keeping out rain, snow and dampness, besides 
imparting a smart appearance. 

“The new heather shade is a nice change from two tones 
and blacks. The small grain of the leather, the more elab- 
orate punch work, the full wing tip, the pinked edges on 
all of the trim and the flanged heel all combine to finish 
the picture of a man’s idea of a Fall shoe that is different. 

A little talk about the grade, price, etc., then. 

“Just look ahead a couple of months to the time when 
these oxfords have become “sole mates” to your feet and 
- been shined several times. You just wouldn’t part with 
them.” 








broader the heel, the better tread and will add comfort in 
walking. This model will make an excellent shoe for 
your sport suits and knickers.” (Sale Closed.) 

[TURN TO PAGE 46, PLEASE] 
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Why most of our 





Dealers stay with us 


YEAR AFTER YEAR 





Ralston 





Above are two of our freshly styled 
“Spectator” numbers. 

The Ralston tie is made in both black 
and brown suede with harmonizing calf 
trim. 

The Bonnie is a side buckle one strap 
which is carried in both black and 
brown suede with harmonizing calf 
trim. 

Both shoes have a 16/8 slim, solid- 
leather Cuban heel and are stocked in 
AAA-D widths. 


TO RETAIL AT 


7s and $6 


E are never content to accept as final the 

degree of quality in TRUE STEP shoes. We 
are never satisfied. Every year we work out methods 
for offering our dealers even higher quality—even 
greater values. Thus our dealers are constantly sup- 
plied with shoes they can sell—at a profit. 


Our dealers themselves are largely responsible for 
this continued styling up. We are very close to them 
—on a fine friendly basis. They don’t hesitate to tell 
us the type of shoe they can sell—and we always do 
our utmost to supply it. As a result, most of our 
dealers are making money—even during these trying 
times. 


It is really small wonder that we 
lose so few accounts—that most of 
our dealers are content to stay with 
us, year after year. 





WS. Robinson — 


PRESIDENT 


ROBINSON-BYNON SHOE COMPANY 
Auburn, New York 


TRUE STEP 





COMBINATION LAST ® 
ARCH pi 
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The three styles most 
favored for fall—concealed 
Talon slide closing, three 
matching snaps, or the new- 
est Puritan style (foreground) 
with no fastening at all — in 
brown or black. 











PHOTOGRAPH BY LEON DE vOS 










[Tixsstone footwear F 


Firestone gaiters are the beginning of wisdom... if you would be healthy as well 
as smart! Their snug fit hugs a slender ankle... their smart lines lend grace to an 


indispensable accessory . . . their basket-weave pattern is attuned to fashion’s favorite 








fabrics for fall . . . they lift your spirit in the sense of being trim-footed and dry-shod 


. « « for Firestone “reigns when it rains” and bestows queenly comfort! 


FIRESTONE FOOTWEAR COMPANY + BOSTON, MASSACHUSETTS 
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Firestone Footwear is styled to sell on sight; made of finest quality 
rubber; constructed to insure utmost satisfaction in fit, comfort and 




















service; priced to provide the dealer a fair profit in a competitive market; 
forcefully advertised in leading national magazines (see one of the Vogue 


advertisements on opposite page), in newspapers and by radio and — 
Of great importance — 


Sold under a policy which enables the independent dealer to handle 


this merchandise without fear of cut price competition. 


Where else can you get all of these essentials for a successful turnover 
of your stock? 


Write our nearest branch for details on prices and construction — 
| particularly the three styles illustrated in Vogue — the snap fastener, 
| the Puritan, and the concealed fastener. The basket weave pattern, and 
the special finish on these all-rubber gaiters, attune them to dress fabrics 


announced as correct for Fall and Winter. 


FIRESTONE FOOTWEAR COMPANY, BOSTON, MASSACHUSETTS 


141 Brookline Ave., Boston 1276 W. Sixth St., Cleveland 23rd and Wood Sts., Philadelphia 
501 So. Franklin St., Chicago 107 Duane St., New York 444 Stinson Blvd., Minneapolis 





advertising STYLE — 


She Duritare 
he. Snap tastener 
Whe Concealed ‘astener 
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He Fishes for Customers 






“Remembrance Factor” Is the Bait Used by J. H. Murphy, of El Monte, 
Calif., Who Believes in the Publicity Value of the Unusual 


Ihe shoe dealer 


should include something 
unusual in his store ar- 
rangement or in his fur- 
niture or fixtures, says 
J. H. Murphy, proprietor 
of a shoe store in El 
Monte, Cal., in discus- 
sing the reason for in- 
cluding a fish pond in 
the front of his store and directly in front of the 
entrance. He gives as a reason that something un- 
usual of this type accomplishes a third remembrance 
factor “that not only helps the customer remember 
his place, but also serves as a means of describing it 
to friends, who might patronize the dealer if they 
knew exactly which store it was. 

The firm name is one remembrance factor, the 
quality of the merchandise handled is another and the 
third is the unusual thing. 

“When a man buys a pair of shoes and his friends 
remark about them and ask where he got them, the 
chances are nine to one he’ll say, ‘Down at the store 
with the fish pond in the front,’” Murphy explained. 
“He may or may not recall the firm name, but he is 
certain to remember that there is a fish pond of 
generous dimensions directly in front of the door. 
And that is enough, for, since the pond is near the 
door, which in this climate may be open all day long 
and 365 days out of the year, it is easy for any per- 
son to pass up the street, look into the doorway, spy 
our fish pond and then know he is at the right place. 

“Furthermore, in case he is a stranger in the com- 
munity, which is a town of around 7,000 people, all of 
the inhabitants know the location of our place because 
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40 


of the pond, and they can easily direct him to us if 
he mentions the fish pond. In fact, it is probable that 
more people know the place by this distinguishing 
factor than know the firm name.” 

Mr. Murphy believes in accomplishing the unusual 
in every way possible. Instead of having the usual 
type of chairs for his customers, he uses common din- 
ing room chairs—upholstered, of course, and built of 
walnut. Instead of using show cases, he uses narrow 
library tables on which display units are attractively 
set up. Flowers and potted palms and ferns occupy 
a prominent place in the decorative effects. 

In the modern highly competitive struggle for busi- 
ness it is more necessary than ever for the individual 
merchant to make his store stand out in the customer’s 
mind as an institution distinctive and apart. Mr. 
Murphy has developed a way of doing this, and while 
other stores may not find it practical or desirable to 
employ the same means, they can discover other ways 
of establishing their individuality. 

The fundamentally important thing, of course, is 
to make sure that the store’s merchandise and service 
please the customers. Ideas like that of Mr. Murphy 
are additional “remembrance factors.” 


Interior of Murphy’s Shoe Store, El Monte, Calif., showing novel fish 
* pond idea in the center foreground. 
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| Keyscroll 


design , Prect Relaxation 
for the Slipper Hour is insured when 
Slippers are fitted with the United 
Slipper Heel. They are light, quiet, 
and non-slipping. Securely attached 
by inside nailing — 


Exceedingly Good Looking 


aan ARARENNRANAN RANA URNA ABBE I GRA, AAHNHHHN GA SHAM AHABHAHE AH 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











MAKE HER 
SCHOOL HOURS 


HOURS OF COMFORT 


Cetastic provides the shoe of the school 
girl with the same muscle-relaxing toe com- 
fort that she enjoyed in her comfortable sport 
shoes during vacation hours —a comfort that 
will keep her mind on her studies. There are 
no loose linings to hurt the toes, for this fusing 
box insures a smooth, wrinkle-proof toe. Since 
the Junior Miss insists upon the same details 
that give comfort and style to adult footwear 
be sure her shoes are equipped with Celastic 
—The Quality Box Toe. 





United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





THE QUALITY 
BOX TOE 


U/C 





DANIEL GREEN LEISURE FOOTWEAR 


GET THAT 
Back-to-School-Days 


_ SLIPPER BUSINESS! 


ed to this qu and style mal knows that Daniel 








of school-age punishment! 
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4027160 
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DANIEL GREEN COMFY SLIPPERS 
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Here’s how Egelhoff Bros., of Fond du Lac, Wis., utilized the 


windows of an adjoining store to create an effective display. 
It’s a lot better than having a bare, desolate, vacant store front 





for a neighbor, isn’t it? 


Put Optinion in Windows | 


Otto Egelhoff of Fond du Lac Offers Constructive Sug- 
gestion to Offset Depressing Influence of Empty Stores 


y many cities today, through 
the physical appearance of their shopping centers, re- 
flect depression rather than the expectation of pros- 
perity. One factor that contributes to this is the 
considerable number of vacant stores, with dirty un- 
washed windows, or windows pasted up with huge 
“For Rent” signs. These stores have a generally 
depressing influence on the shopping public. They 
coniribute to the vague feeling of depression and un- 
easiness that is one of the biggest contributing causes 
to backward business. 

At the recent convention of the Wisconsin Shoe 
Retailers Association, Otto G. Egelhoff, of the firm 
of Egelhoff Bros., retail shoe merchants, made a con- 
structive suggestion for the improvement of the ap- 
pearance of shopping centers by utilizing the windows 
of these. vacant stores for attractive displays of mer- 
chandise. As Mr. Egelhoff pointed out, such utiliza- 
tion of vacant display space serves a double purpose. 
It helps to get more goods sold and it contributes to 
the removal of the depressing appearance of business 
streets in which these vacant store are located. 

In Fond du Lac, through the cooperation of the 
Chamber of Commerce vacant store windows have 
been used for displays of “Made in Fond ‘du Lac” 
products. In this manner the city has been made 
to look more prosperous and local industry has been 
aided through helpful « publicity. Individual stores 
can often obtain permission for the use“of .windows 
in vacant stores, thereby getting the same sort of 
sales promotional publicity for their own merchandise. 

“Many shoe retailers today are waiting for that 
ship to come in,” says Mr. Egelhoff, “waiting for 
prosperity to return.” Do not allow any empty win- 
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cows to reflect depression in your. cities, but get per-_ 
mission first through the Chamber of Commerce to, 
write owners of such empty. stores. for their coopera-_ 
tion, to permit their windows to, be, washed and. 
cleaned up and displays of different types of mer- 
chandise placed in those, windows, without expense or. 
rent for window, with a, “Rent” sign prominently dis-_ 
played. This permission, to, be, granted until the store. 
is rented. 

“Change the displays if so, desired,. to manufactured, 
products of your cities. All. in, all, make your city. 
look prosperous to all strangers, coming to your city. 
It may mean a prospect for a, new. manufacturer, or. 
a prospective renter of the store, ‘It will make your. 
city look prosperous, to your. own, citizens. 


Wheat, are, you. doing, to help, 
bring back prosperity now? Get on the band: wagon. 
Invite your friends. 
body does something. it will get. that auto of prosper-. 
ity back on’ the highway, and. we will soon be forget- 
ting the economic, depression, 


“In this connection, we in Fond. du Lac have made, 
displays of shoes. for children, work shoes, high-cuts, 
rubber boots, hip, boots, hunting boots and every. 
kind of footwear, to, imbed. suggestions in the minds, 


of the buying public, for the future. 
“Make your plans for a budget. system.on advertis- 


ing and develop in the next. four months an advertising. 
campaign. You will be rewarded. with a handsome, 


Christmas present according to your efforts. 


“Forget there is such a thing as depression. Talk. 


prosperity. Tell your clerks to do the same.” 
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Let’s do something. If every-. 
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T the moderate price of $8.50 they de- 
mand styles that only artists can design, 
character that only soft fine leathers can im- 
part and fitting features that give the foot a 
trim appearance and permit activity without 
fatigue. ““Trim-Treds” are the answer to this 
demand. They possess all the refinements 
usually found in much more expensive foot- 
wear, yet because they share in the econo- 


~ mies made possible by the unparalleled facili- 


ties and resources of the world’s largest shoe 
makers, you can sell them at the remarkably 
low price of $8.50 and realize a markup of 
more than 40%. 


Wire for salesmen or send a test Mail Order 
for the patterns shown here. We will be 
pleased to have you compare “*Trim-Treds”’ 
with other shoes selling at the same or higher 


prices. 
A catalog of all 


IN-STOCK 


numbers will be sent upon request. 


AVENUE SHOE C 


Branch of International Shoe Co. : 


NEW SHOE 





CW, 


whe tnow what they want 
now tell us what they ex-- 
pect in their shoes - - - 


fs 


Collette 


Avenue Last—16/8 Louis Heel. 
3004-2—Black Kid with Gray Piping and 

WME ceuceicegesvaneusaseuees $5.00 
$004-3—Dark Brown Kid with Sea’ Sand 

PIGRe GRO THE fcccciccccicces 5.25 


30041%4—Black Moire with Silver Kid 
Pipe GO TOR ceccccce | seas 





4.75 


AAAA—5¥%-10, AAA—5-10, AA—4%-10, A—4-10, 
B—3-10, C—3-10. a 


Sizes 9% and 10 in all widths, 50 cents extra 








Yonkers 


” Yorker Last—17/8 Tucked-in Cuban Heel. 
3017-4—Dark Brown Kid with Autumn 
Brown Trim : 


3017-1—Black Kid with Gun _ Metal . 
Eamtre THM cc ccccccce cocvces 5.00 
AAAA—5%-10, AAA—5-10, AA—4%-10, A—4-10, 
= B—3-10, C—3-10. is 


Sizes 9% and 10 in all widths, 50 cents extra 


O. 


ST. LOUIS, MO. 
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How to Sell That Extra Pair 


[CONTINUED FROM PAGE 36] 


L. W. Hartzog, Port Arthur, Tex. 


“We have just received a new type 
oxford that I want you to see. It has 
so many advantages over the ordinary 
shoe and fills a great need in a man’s 
shoe as a general utility shoe. I feel 
‘you will appreciate a shoe of this char- 
zacter, as the trend for the shoes of this 
type will be more in evidence this Fall 
than ever before. 

“You will note it is strictly a Fall 
and Winter shoe, being made of the new 
brown heather leather of small grain, 
with its full wing tip and new medium 
toe and swing last to give full ball room 
which will give perfect comfort. Just 
have a seat and try on your size; no 
obligation to buy. I just want you to 
see what a wonderful shoe this is.” 

” * * 


Harry Todd, Columbus, Ohio 


After completing the sale of the cus- 
tomer’s regular purchase, have the 
brogue oxford handy—in customer’s 
correct size, placing the shoe on the 
fitting stool and look your customer 
square in the eyes and say: 

“Allow me to just slip this on, please 
—after laving the shoe invite the cus- 
tomer to place his weight on shoe and 
then say: This oxford is fashioned to 
conform to your foot comfortably and 
designed not only to keep your feet 
dry, but to protect them from the cold 
sidewalks as well, an extra pair of 
shoes every man in your walk of life 
should own.” 

Customer: “How much?” 

Salesman: “Just ten.” 

Customer: “Please send out this pair 


along with the tan sport and golf 
shoes.” 
Salesman: “Thank you, sir; call 
again, please.” 
* * * 


J. H. Burton, Lansing, Mich. 


“Here’s a shoe you would like. Every 
line denotes quality and style. The 
last, pattern and punching are identical 
with some of the best shoes that are 
sold in this country. 

“Wear this shoe every day, change 
off in the evening with a pair of blacks. 
Your feet will be dressed in good taste 
and in the end your feet will be health- 
ier and your shoes will last longer. 

“It’s economy to have two or more 
pairs of shoes.” 

* ” * 


Victor J. Marks, Danville, Penna. 


“Here is the shoe for your, sir, to 
wear with your new fall suit. It is 
made of brown heather leather, small 
grain, which is a little heavier than 
calfskin, but just as pliable; it is prac- 
tically waterproof and scuffproof; it 
will hold its shape and wear longer 
than almost any other leather. It is a 
smartly styled shoe that appeals to 
the well dressed man. It is made on 


our best fitting last to give you com- 
fort with every step. It has a top grade 





with its fine quality upper. If you 

want a stylish, comfortable and long 

wearing shoe try this pair.” 
* * * 


E. R. McClain, Lamesa, Texas 


“Here is a shoe that is just suited to 
your type, one that has style, elegance 
and refinement, just what is wanted by 
the well dressed man today, yet it is so 
sturdily built that you may expect ex- 
tra long wear from it, being made from 
the finest of Scotch grain leather, and, 
on the other hand, you will find it a 
shoe of real comfort, having a very 
roomy ball, long leather heel pads and 
narrow shank. And, besides, it is one 
of the newest and best styles of the sea- 
son. 

“By this time I feel that I should 
have my customer in the right frame of 
mind to close sale.” 

Very good replies were received from 
the following: Joseph C. Burkhart, 
Reading, Pa.; C. Davis Turner, Thomas- 
ville, Ga.; W. J. Siteman, New Haven, 
Conn., and Miss Mary Kate Kling, 
Meridian, Miss. 





Novel Window Ideas 


[CONTINUED FROM PAGE 21] 


luxury of our American shops, but 
merely a splendid setting reflecting the 
true quality of the merchandise. And 
if he has any impulse to buy at all, 
that atmosphere is usually enough to 
convince him of the quality of the 
goods he is about to buy; and the good 
taste of the shop he is dealing with. 

They do a thorough job in Europe. 
Their windows are masterpieces from 
the standpoint of design, color and exe- 
cution. Design—distinctly modern with 
the stress on simplicity. Merchandise 
is displayed in a manner that is amaz- 
ing. 

Very little color is used, but of a 
sort that counts—startling orange ver- 
milions, Cooper Hewitt blues, blacks in 
jet, lacquers and marble. Chromium has 
literally taken Europe by storm. ALL 
ORNAMENTATION OF A MODERN 
‘NATURE IS KEYED DIRECTLY 
AROUND THE USE OF CHROMIUM 
IN COMBINATION WITH GLASS— 
AND BRIGHT COLORS. 

Opalescent glass is used with gold 
and chromium. Drapes are always of a 
refined, quiet nature in tasteful colors 
that augment the merchandise rather 
than clash with it. 

Execution—the most successful part 
of their whole scheme. It seems that 
for detail, no trouble is too great if 
they strive to obtain a certain effect. 
Windows of the most elaborate nature 
are often changed daily; and, in some 
cases, as often as twice daily. 

Decidedly, one would never get the 
impression that these merchants are 
having a difficult time of it in a busi- 
ness way. Their shop windows cer- 





Suburban Stores Must Appeal to 
Children 


[CONTINUED FROM PAGE 32] 


such premiums are baseballs, baseball 
mits, tennis rackets, roller skates, wrist 
watches, guns, dolls, small sets of 
dishes, juvenile cooking outfits and a 
variety of other things. 

“We have found that these premiums 
are the best possible business builders 
for a neighborhood store. Not only do 
the boys and girls induce their parents 
to come here, but they speak to their 
neighbors and we have had many a 
woman come in and state that the 
amount of her purchase was to be cred- 
ited on the card of this little girl or 
that little girl. Such a sale means that 
we have a juvenile solicitor on the job 
for us. When I say the cost of these 
premiums is 7 per cent I mean that the 
cost would be that if every purchaser 
were interested in premiums, but since 
every person is not interested the actual 
cost falls much below that. Colored 
balloons are kept in large numbers for 
the little tots. 

“However, all of our work to make 
friends with the boys and girls would 
not avail either with the children or 
the parents if we did not give values 
equal to the best values in the bet- 
ter class stores downtown. We have a 
small store here and our other store is 
also small in comparison with stores 
downtown, but our stock is just as com- 
prehensive. We can meet the needs of 
the average person and we can compete 
in values with larger stores. It is rea- 
sonable that we cannot buy to such 
good advantage, but, on the other hand, 
our overhead costs are less. 

“We find our business constantly in- 
creasing. We find people in the neigh- 
borhood—a territory extending ten 
blocks on all sides of us—glad to find 
a high class store in an area where 
parking is not a problem. We have 
dozens of people who never buy shoes 
elsewhere. 

“At the present time our sales are 
divided about as follows: Children’s 
shoes, 40 per cent; boys’ shoes, 20 per 
cent; women’s shoes, 30 per cent; men’s 
shoes, 10 per cent. It is obvious that a 
neighborhood store will have difficulty 
in building up a big trade in men’s 
shoes, as most of the men are working 
downtown and are not free to drop in 
here to buy during the day as are the 
women and the children. 

“The old time neighborhood store, 
of course, could not succeed, but we 
have a store as attractive as the stores 
in the major business district. We keep ‘ 
up good windows at all times. We have 
an especially arranged spotlight that is 
trained on a carefully prepared show- 
case inside at night arid the people 
flocking past to the community the- 
ater are given a good look at our stock. 
The community store never had a bet- 
ter chance than it has right now. How- 
ever, the merchant must remember that 
his appeal must be through the boys 
and the girls. Get their personal friend- 
ship and under no circumstances do 








single sole with oil finish to correspond 


tainly sing “Prosperity.” 
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Style 4613 
DULL BLACK KID BUCKLE 
ONE-STRAP 


Genuine Boa Snake Vamp Collar, and 
Vamp and Quarter Inlays. Baby 
Louis Heel—Littleway 


AAA to D 2% to 9 


Style 4611 
BROWN KID 4 EYE TIE 
Sea Sand Lizard Calf Tongue and 
Quarter Underlay, 14/8 Covered Heel, 
Goodyear Welt 


AAA to D 
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“THE MOST VALUE FOR 
YOUR DOLLAR IN SHOE 
AMERICA TO-DAY” 


writes a prominent retailer 


NATURAL 
BRIDGE 
MEN'S STYLES 
RETAIL 
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WOMENS 
STYLES 
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Phenew Natural Bridve 
consumer advertising 
program is builtaround 
feature broadeasts, 
blanketing the country, 
east of the Rookies. and 
ee OD ees OY trusted reel 
profitable thesp to 


NATURAL 
BRIDGE 
SHOES 





This unsolicited endorsement of Natural 
Bridge extra value is seconded by re- 
tailers all over the country. This mer- 
chant continues: 


“We want to assure you of our 
complete cooperation with any of 
your efforts. We really feel you 
have a product that is worth 25% 
more than it is being sold for.” 


After all, it is the opinions of such men 
as this that determine whether or not a 
line of shoes will be successful. Even 
without these constantly arriving tributes 
to Natural Bridge value—our orders tell 
us that Natural Bridge Footwear is a 
big factor with thousands of merchants 
—and going stronger every day. 


If you want the “most value for your 
dollar’’, investigate the sales momentum 
of Natural Bridge Footwear. 


* 
NATURAL BRIDGE SHOEMAKERS 


Division of Craddock-Terry Company 
LYNCHBURG VIRGINIA 
New England Distributor—MclIntosh Co., Springfield, Mass. 

Paeific Coast Branches 

CRADDOCK-TERRY COMPANY 

San Francisco, Cal. Portland, Ore. 
New York Office—Marbridge Building 
Chicage Office—Republic Building 





Che hotel that Gil CO 
You fellas! aluc 


116 SAMPLE ROOMS 
for the Shoe Trade 


Note These Ten Features: 


1. All sample rooms especially designed 
and built for proper display. 


. Special lighting. 

. New type fan hangars. 

. Multiple power outlets. 

. In-a-door beds. 

. Attached dressing rooms. 


. All sizes up to 400 sq. ft. 


on Aa UM Sh Uh ON 


. Radio, tub, shower, full length mirrors, 
servidor with every sample room. 


9. On two separate floors. 
10. Rates from $5.00. 


HOTEL NEW YORKER 


NEW YORK’S MOST POPULAR HOTEL, RALPH HITZ, MANAGING DIRECTOR 


' 34TH STREET AT EIGHTH AVENUE, NEW YORK CITY* 











——— ENGLISH 
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RIDING BOOTS——, 
The “Jodgore”’ 


Built for Comfort 
as Well as Style! 












for our com- 
plete Catalog 
B-78 of Riding, 
Field, Aviation 
and Haunting 
Boots at Popu- 
lar Prices. 











1239 Broadway 





COLT-CROMWELL CO., Inc. 


EST. 1899 = New York City 
424 So. Broadway, Los Angeles, Cal. 
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BELVEDERE 


48th St.—Just West of B’way, New York 


Within easy walking distance of important business centers and 
theatres. Ideal transit facilities. 


450 OUTSIDE ROOMS 450 BATHS 
Every room has 2 large age serving pantry and spacious 
closet. 
$3.00 to $4.00 single per day 
$5.00 to $6.00 double 


Special weekly vr monthly rates. 


Write or wire reservations to r 
J. C. REYNOLDS, Managing Director 


OS ne ee ee ee ea 














New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once 
delivery of the new and revised Shoe and 


Leather Lexicon. This handy book of 
the trade is in its sixth edition, over 100,- 
000 copies now in use. Price 50 cents. 


Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 
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If your pattern maker cannot 

supply you with Coordinated 

Patterns, send your 4-B 

_ models to us and we will have 
them made for you. 





This shoe is 


Ny oe ; 
i See < 
eae 








true to the LAST 













“Is the last 
true to the FOOT? 


[ F THE shoe doesn't fit-what good is the style and 
workmanship. Perfect last reproduction distin- 
guishes the well made shoe. The last, however, must 
be RIGHT to start with, in order to obtain a well 
fitting shoe that offers a greater degree of com- 
fort and pleasure to the wearer. The proportions 
that are perfect in the ordinary 4-B last become 
distorted in the larger and smaller sizes. “Hand 
Breaking” has failed to overcome this distortion. 
When you use Coordinated Lasts and. Patterns |. 
every last and every pattern is a perfect model 
regardless of the size up or down from the 4-B 
model. There is a perfect grade between every 
size and width, with the same heel tread and the 
same toe spring in all sizes and widths, through 
the whole size scale. 




















COORDINATED LASTS and PATTERNS 




















UNITED LAST COMPANY + BOSTON « MASS. 
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BUY in tHe A Ew 
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ANOTHER BIG BET! 


IN STOCK 


$D-15 





ack Suede or Black Lizard applique, grey piping on vam 
Also in a Kid, Patent Leather and Brown Kid with Ascot coelkene 
High and Cuban Heels on each. 
A, B and © Widths. Sizes 3 to 8 


BLEECKER SHOE CO., INC. 138-40 Duane Street 
OSTON: 216 ESSEX STREET 








Tap Dancing Slippers 
IN STOCK 


1208—-Patent Leather Thev, 

, ABE | cgpeooncneset $1.50 
1200—Patent Leather Theo, 
1206—Patent 


caather “One 
1.50 


Strap, 11%-2 ...... 
1207—Patent Leather tie 
Strap, 2%-7 ....... $1.75 
» 1200—Black Kid One Strap, 
q Bib 05. — ss 0ndd 04s obve $1.50 


All with leather top lift 





We also carry a complete line of Hard Toe and Soft Toe 
Ballet Slippers in Stock. 


Blog Shoe Company, Inc. 
147 DUANE ST. 





Lyons& Co. 
122 Duane St. 
NEW YORK, 

N. Y. 





H, MOEBUS 


Inspired and trained by the late Mr. 
Harry Lyons, the founder of Lyons 
and Company back in the year 1900, 
this trio are continuing to carry on his 
policies with an aggressiveness that 
has made the name Lyons and Com- 
pany synonymous with SHOE 
STORE SUPPLIES and NOVEL- 
TIES from coast.to coast. 


ttn Sut 
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OUR LEADER 


$2.10 


to8 A; 2 . 
ete "heamieen, 15/8 Baby, 
GoBack Be Sain Sogutes. 20/8 Spike, 
YAP rae ‘satin “seamiess, 15/8 Baby, 
: 


we oe. Kaffor Seamless, 20/8 
ibis te 8 A; 2% to 8 C. 

—Bisck Kaffor Seamless, 15/8 
Baby, ay pes 8 C. * 
ee ME eon on 








oie be | te Pest. 2 30/8 8 Seiko, 
606—| Kid Regent, 20/8 Spike, 


2 
oo Kid Regent, 20/8 Spike, 
ie @ 86. Moire Regent, 20/8 Spike, 


ee wee: Ft to's — 


Suede Calf Regent, 15/8 
H CORDED, WHITE td UARTER LIWING: 


P; FEATHER EDGE; ONCO INNER. 


- B. Friedman Shoe Co., 109 Reade St., N. Y. C. 


ALL SHOES et af Va 





—_. tl, 








INJECT NEW 
VITALITY! 
Replenish your de- 
pleted stock from 
our NEW CATALOG. 

Smart models — new 


styles — amazing 


values. A complete 
service of children’s 


fine shoes — prompt 
and efficient delivery. 
Wee for your Copy 


toda y! 
DR. A. POSNER, 


SHOES, Inc. 


140 West Broadway 
New York City 


Creat New York Factory 
Warehouse 
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CLARENCE B. LYONS MERVIN E. LYONS 


Every retailer coming to New York 


can learn something profitable by 


visiting their establishment at 122 


Duane Street. 


Serving retailers with the New 
when it’s New.... The Novelties with 
Merit ... The Staples of Proven Qual- 
ity ... have caused this business to 
grow for two generations. 


— wow 


8 
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Sueuauguaaan “oe a wo TO, GREAT WHOLES SALE MARKET 
















OUR OPENING SPECIAL 
FEATURING 


This black Kid creation 
trimmed with Genuine 


"2 olB gp Raab Lizard. 


Carried in Stock in Brown 
ffor 





Suede, Brown 
Kid, Black Suede. 


20/8 Louis and 16/8 Baby 
Heels. 
A-B-C widths. 


No. 700—=“Cleo” Sizes 21, to 8. 
“Why not grow with us?” 


McBREEN SHOE CO. 


INCORPORATED 
109 WEST BROADWAY 






NEW YORK CITY 
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PURE SHOE 


SILK p37 LACES 


IN THE NEW ORIENTAL PACKAGE 
RICH—DIGNIFIED—CAPTIVATIVE 
A Display with the Power of Suggestion 


21” 24” 27” 
$9.50 $10.00 $11.00 per gro. 











18” 
Style #960T $9.00 


samples submitted upon request 


LYONS & COMPANY 
122 Duane Street, New York, N. Y. 


SPECIALIZING IN SHOE STORE NOVELTIES 
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We Challenge Comparison with Any Other 
Shoes in the Country at 


8501—Black Suede Calf, genu- 


me Rajah trim, silver 
pipings, | high teal, axe 
sot 


ine back "S07 high 


8512—Same, Baby Heel, 15/8. 
3521—Same, Lay tent Leather, 


gene Rajah trim, 
/8 High Heel 
3522—Same, Baby Heel, 15/8. 
Atom, Brown Kid, genu 


one ic agg 

me, Baby Heel, 15/8. 

“Ne. 8511 (513 same Cuban Heel, 18/8. 
‘idths B-C-D 


All French Corded 


LEVEY BROTHERS SHOE COMPANY 
14S Duane St. New York City 








SAKS PRESENTS 


A Center Buckle in Brooklyn Turns 






















S2i—As above in 16/8 oats. 4.3 
at + as above, 16/8 8p. ‘~~ 
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Gt—Beewe bid 00 chore, gold 
piping, 20/8 Sp. 4m 
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Black Boarded Calf 
Long Counter 


Of 4 
VSEBECK POLICI 


MADE WITH 


GENUINE BARBOUR STORMWELT 
A POLICE SHOE OF FINEST QUALITY, SEURDILY 
BUILT OF THE BEST MATERIALS AVAILABLE 
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hats SHOE CO-- DANVILLE ILL-- 
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NATIONAL NEWS 





q HOW’S BUSINESS? > 


Trade Pick-up in California 


SAN FRANCISCO, CAL.—Quite a num- 
ber of changes indicating a return to 
more prosperous levels in the shoe busi- 
ness have occurred in the northern 
California field during the past few 
weeks. Alexander Axelrod and James 
S. Econome have just opened The New 
York Store at 509-511 E. Main Street, 
Stockton, after completely remodeling 
the store and display windows and in- 
stalling mew and modern fixtures 
throughout; the new shoe store will 
merchandise shoes for men, women and 
children, with a separate women’s wear 
department carrying lingerie and ho- 
siery, etc., for women. 

In Gilroy, Samuel Osband is opening 
on N. Monterey Street a new men’s 
shoe store, carrying also a line of men’s 
furnishings. William Yeffa has pur- 
-chased the Brant Shoe Co.’s store at 
376 University Avenue, Palo Alto. 
Abraham Levine has purchased the 
Clover Bros. shoe and men’s furnish- 
ings store in Woodland. 

The recently opened basement shoe 
department at Blum’s Department 
Store, San Jose, under the manager- 
ship of L. M. Ward, reports splendid 
business. Karl’s Kustom -Made Shoe 
Co., recently featured in expansions 
into various northern California towns, 
reports increasing business at all three 
of the San Francisco stores: the 2310 
Mission Street headquarters where J. 
Lindau is in charge; 2702 Mission, re- 
cently opened, where H. Schatz is man- 
ager, and 1525 Fillmore Street, P. Ger- 
son, manager. E. A. Norwitt, manager 
of the Silver Slipper Shoppe, 2796 Mis- 
sion Street, San Francisco, featuring 
women’s slippers at the uniform price 
of $2.95, reports that since their open- 
ing ten months ago, the store has met 
with increasing public favor right 
along. The San Francisco Silver Slip- 
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SATURDAY, SEPTEMBER 12, 1931 





EVERY WEEK 





per Shoppe is a branch of the New 
York chain by that name. 





Production Gains Continue 


WASHINGTON, D. C.—Production of 
boots and shoes in the United States 
for the first seven months of 1931 ex- 
ceeded that of the corresponding period 
of 1930 by upward of 5,000,000 pairs, 
an increase of 2.9 per cent, according 
to the report on shoe production for the 
month of July issued by the Bureau of 
the Census. 

The production in July amounted to 
28,414,277 pairs, as compared with 27,- 
839,418 pairs in June and 24,120,972 
pairs in July, 1930. Men’s shoe produc- 
tion, which previously had failed to 
keep pace with the tendency toward 
increased activity in  shoemaking, 


PRODUCTION OF BOOTS AND .SHOES 


, 1030 
PRODUCTION OF FOOTWEAR, OTHER THAN RUBBER,BY MONTHS 
1929, 1930 AND 193! 





plate 


g]e]3) 213151213 


showed a substaritia] gain in July, with 
7,315,509 pairs; as compared with 6,- 
254,256 in July, 1930. The production 
of women’s shoes in, July of this year 
amounted-. to 19,336,717, as compared 
with 8,985,778. pairs.in July, 1930. Con- 
siderable increases were also shown in 
all classes of children’s shoes. 
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More Activity in Sole Leather 


NEW YorRK — Increased activity in 
sole leather operations during July is 
indicated by figures released today by 
the New York Hide Exchange. Hides 
put in process of tanning for sole 
leather during that month showed a 
gain of approximately 3 per cent over 
June, while the deliveries of cut and 
uncut sole leather showed an increase 
of 17.2 per cent over the previous 
month. The deliveries during July ex- 
ceeded calculated production during the 
same month by 105,000 hides. 

Deliveries for the first seven months 
of this year were 2.8 per cent below 
the corresponding pericd in 1930 while 
hides put into the process of tanning 
during the same period were 27.2 per 
cent below the corresponding period in 
1930. 

The finished stocks of cut and uncut 
sole leather in the hands of tanners and 
sole cutters showed a further decline 
of 3.3 per cent in July, this being the 
seventh consecutive month to register 
a decline, stocks at the end of July 
being 14.8 per cent above those of July, 
1930. At the end of December, 1930, 
stocks were 56.4 per cent above De- 
cember, 1929. 





Sees “Prosperity Straws” ? 


Boston — According to the. New 
England.Shoe and Leather Association, 
some of. the manufacturers of high 
grade shoes in that section report that 
while business is still showing a loss 
as compared with a year ago, it has 
gained materially over six months ago. 
One manufacturer who thinks that he 
can discern some “prosperity straws,” 
says:” 

“Let me sum up by saying, that 
while we are looking for no boom now, 
yet we feel that things have ‘hit bot- 
tom,’ so far as our particular line is 
concerned, and have started up. 
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» TRADE DOINGS 4 


Silver- Jubilee ; 

New ORLEANS—P. Lichtenstein, Inc., 
210 S. Rampart Street, one of the best 
known family shoe stores in this vicin- 
ity, is celebrating its silver anniversary 
with a store wide sale which began 
August’ 31 and closes September 12. 
Prices, according to officials of the 
store, and lower than they were when 
the concern opened for business twenty- 
five years ago. 

To properly celebrate the occasion, 
an entire page in the Item-Tribune was 
used on August 30 to announce the 
sale. Bright purple was used on a 
part of the page, an unusual depar- 
ture in newspaper printing. Several 
shoe manufacturers took space on the 
page to congratulate the firm on its 
25th anniversary. 











Denver Holds “Down Town” Day 


DENVER—September 2 was another 
“Down Town” day. Encouraged by the 
success of Denver’s first “Down Town” 
day held last April, merchants, theater 
managers, restaurant owners and the 
Denver Tramway Co., staged a second 
one. Streetcars furnished free rides 
from 9 to 11 a. m. 

Coming at the start of the fall buy- 
ing season, the second shopping cele- 
bration netted shoe merchants greater 
profits than were realized at the spring 
event. 

Splendid sale values were adver- 
tised heavily in the daily papers while 
unusual window displays preceded the 
“Down Town” day. 





Open College Shop 


MINNEAPOLIS—L. S. Donaldson Co. 
department store has opened a new 
shop of shoes for the youth of the 
Northwest on. the second floor, a shop 
of “young” shoes $6.50 and $8.50, the 
Lambda Sigma Delta shop. This col- 
lege fashions shop opened September 5. 
The innovation is a feature of Donald- 
son’s Jubilee Year. 


Kreider Production Increased 


LEBANON, Pa.—Officials of the A. 
S. Kreider Shoe Company, manufac- 
turers of children’s shoes exclusively 
report that during the present season 
their production has increased about 
60 per cent. The company also oper- 
ates a plant in Annville, near here. 


Salesmanship Course 


PORTLAND, OrE.—A short course of 
instruction in salesmanship will be 
sponsored here by Pacific Northwest 
Shoe Retailers Association, open to all 
shoemen either the bosses or employees, 
one night a week for five weeks. L. C. 
Lewis will be the instructor. 


———— 
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New Detroit Stores 


DetroIT, MicH.—The Boston Boot 
Shop will soon open two units in De- 
troit, one at 5852 W. Fort St. and the 
other at 3152 Biddle Ave., in the suburb 
of Wyandotte. Both locations have been 
secured on five-year leases. 

Diem’s Boot Shop opened last week 
at 18728 Woodward Ave. with a cele- 
bration in which a pair of hose was 
given free with each pair of shoes sold 
during a two-day period. The store 
was formerly located at 18724 Wood- 
ward Ave. 





Convention Dates Named 


* PORTLAND, ORE.—June 13, 14 and 
15, 1932, are the dates chosen by the 
directors of the Pacific Northwest Shoe 
Retailers Association for next year’s 
convention, which will be held at Seat- 
tle. It is expected that on these 
dates thousands of women will be in 
Seattle to attend the convention of 
Federation of Women’s Clubs. The 
Olympic Hotel has been chosen as head- 
quarters. 


SHOP TALK 
by 
H. F. B. 


Doggone nearly everything 
We buy now-a-days 

Is wrapped in cellophane 
And we’re just waiting 
For some bright merchant 
To start wrapping shoes 
In cellophane. 


Well, mebbe it wouldn’t 
Be such a bum idea 

At that. 

Of course you couldn't 
Fit shoes 

Wrapped in cellophane, 
But that wouldn’t bother 
A lot of shoe clerks 
We know. 


They don’t bother 
Much about the fit 
Of shoes, anyway. 
Which explains 
Why their bosses 

Keep — 

About poor business. 


“When your shoes wear out 
You're on your feet again,” 
Is a pretty sour 
Hard-time joke. 


You’d think that in 
Times like these 
A of 


You just can’t walk around 
In snow, barefoot. 
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Tanners Leather Show 


NEw YorRK—The Exhibit Committee 
of the Tanners’ Council announce that 
forty-two members, all producers of 
upper and fancy leather, will partici- 
pate in the official opening of American 
Leathers for the Spring season of 19382. 
The opening will be held in accordance 
with established custom in the Grand 
Ball Room, Hotel Astor, New York, on 
Oct. 8 and 9, in conjunction with the 
Joint Styles Conference of the Shoe 
and Leather Industry. The following 
tanners: have thus far made reserva- 
tion for space: 

The Adams Buckskin Co, Inc., 
Agoos Leather Companies, Inc., Allied 
Kid Company, Standard Division, Mc- 
| Neely & Quaker City Division; Amal- 
gamated Leather Cos., Inc., William 
Amer Company, American Hide & 
Leather Co., Barrett & Company, 
Bayer Bros. Leather Co., Inc., Brandt 
Leather Corp., C. D. Brown & Co., Inc., 
Burk Bros., Castle Kid Company, 
Dimond Kid Company, Inc., Dungan 
Hood & Co., Inc., John R. Evans & 
Company, Robert H. Foerderer, Inc., 
General Leather Company, Goniprow 
Kid Company, Inc., Griess-Pfleger 
Tanning Co., Henry Halle Tanning 
Co., L. H. Hamel Leather Co., E. 
Hubschman & Sons, Inc., Hunt-Ran- 
kin Leather Co., Maurice D. Kaufherr 
Co., C. D. Kepner Leather Company, 
Keystone Leather Company, Keystone 
Reptile Tanners, Inc., The Kossbeck 
Leather Co., Inc., A. C. Lawrence 
Leather Co., G. Levor & Company, Inc., 
Mitchell & Peirson, Inc., McNeely & 
Price Company, R. Neumann & Com- 
pany, New Castle Leather Co., Inc., 
Northwestern Leather Co. Trust, The 
Ohio Leather Company, Robertson 
Leather Co., Inc., Herman Roser & 
Son, Inc., Carl E. Schmidt & Co., Seton 
Leather Company, Samuel Shapiro, 
Surpass Leather Co., Richard Young 
Company. 

The Exhibit Committee is composed 
of: J. J. Lyons, Surpass Leather Co., 
chairman; J. W. Griess, Griess-Pfleger 
Tanning Co.; F. H. Miller, G. Levor 
& Company; G. H. Mealley, Ohio 
Leather Company; J. T. McCauley, 
Allied Kid Company. 





To Make Ralston and Tru-pe-dic Shoes 


BROCKTON, Mass. — The lasts, pat- 
terns, trade marks and good will of the 
Churchill & Alden Co. have been pur- 
chased by the Doyle Shoe Co., manufac- 
turers of popular priced dress welts, 
who will continue to make these two 
well-known branded lines. Churchill & 
Alden Co. has retired from the manu- 
facturing field. 


Redecorating 


DANBURY, CONN.—The exterior and 
interior of the Spencer shoe store, 293 
Main Street, is being redecorated. 
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SPECIAL COURIER DISPATCH NO. 1 


we believe:--:- 


Our position in the Shoe Industry MERITS the term—Turn 
Shoe Headquarters—for the following reasons:— 


For seventeen years we have specialized in the making and 
merchandising of quality Turn shoes exclusively, and in 
many instances were first to adopt methods, materials and 
inventions which have produced Quality Shoes at prices that 
brought you a reasonable profit and continued repeat 
business. 


x *« * 


During all this time the manufacturing advantages of 
specialization and research have been passed on to you. 
We were first to develop the molded counter in women’s 
Turn shoes; first to use a Welt heel seat—Welt Shank 
effect—riveted steel shanks in Turn footwear and the 
highly effective co-ordinated lasts and patterns insuring 
better fitting shoes and greater customer satisfaction. 


We have Nationally Advertised these shoes for eight 
years—carried adequate stocks at Auburn and St. Louis 
for your better service in selling Comfort-Semi-Dress 
and Style Turns. Here you can find all types of Turn 
footwear from dainty boudoir slippers to comfort high 
top boots, for which you have a continuous call. 








As Medium Priced Turn Shoe Headquarters, we re- 
affirm our faith in Turn shoes and assure you of every 
effort toward mutual progress and prosperity. 


AULT-WILLIAMSON 
SHOE COMPANY 





a aan a a AUBURN, ME. ST. LOUIS, MO., 416 North 12th St. 
Stock AAA tore wt "Stbera (Factory and In-stock Dept.) (In-stock Dept.) 
ice el 














No. T-387—Black Ruby Kid; Two T-182—Black Pd Kid; Five 
Strap Sandal; 12/8 Heel. In ‘Stock Breet Tie; 13/8 In ‘Stock 
AA to EE ‘at Auburn and St. A, B, C, D and E a yk AA, 
CNG beccencrscsanae Price $2.25 A, B, C, D, E and EE at St. 
(AEE. cccecccvcsceece Price $2.50 
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WHERE TO BUY 
Men's Shoes 

















Richards & Brennan Co., Randolph, Mass. 



















EAST WEYMOUTH, MASS. U.S.A 










In Stock Service 
F, M. HOYT SHOE CORP. 
pee | Manchester, NH. 





“A MAN’S DECISION” WELp 


THE | WA, 


Shoe Co. 
Boston—183 Essex Street Brockton, 
N. Y.—915-917 Marbridge Bldg. yas, 














Ke a 
Sis Be 
().. A. PACKARD CRARDCO., Makers 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 
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Charles Melvin Leonard 


Boston—Charles Melvin Leonard, a 
prominent shoe manufacturer, died at 
Brookline, Thursday, September 3, 
aged 71. He was born in Middleboro, 
Mass., the son of Charles E. and 
Martha Holmes Leonard, and attended 
Pierce Academy there. 

After graduating from Brown Uni- 
versity in 1883, where he was a mem- 
ber of the Alpha Delta Phi Fraternity, 
he entered the firm of Leonard & Bar- 
rows in Middleboro, Mass., which is 
one of the oldest shoe manufacturing 
concerns in the United States. At the 
time of his death, he was president of 
this company. 

Mr. Leonard was a member of the 
Oakley Country Club. He is survived 
by his wife, Elizabeth Tobey Leonard, 
whom he married in 1891, two sons, 
Julian T. Leonard of Chestnut Hill, 
and Melvin Holmes Leonard of New 
York, and a daughter, Marion; also 
surviving are six grandchildren, a 
brother, Arthur H. Leonard, and a 
sister, Mrs. Guy Major. 

The firm of Leonard & Barrows is 
one of the oldest shoe manufacturing 
concerns on the South Shore. The 
original firm was started about 20 
years prior to the Civil War by Charles 
Ellis Leonard, father of the deceased, 
and his partner was Horatio Barrows. 

Horatio Barrows died in 1883—the 
same year that Charles Melvin Leonard 
graduated from Brown University. At 
that time he took over the management 
of the firm. The firm will be continued 
under Julian Leonard, thus making the 
third generation to carry on this firm 
consistently since it was established so 
many years ago. 





Maurice Narcienfeld 

WASHINGTON, D. C.—Maurice Nar- 
cienfeld, 42 years of age, who had 
operated two shoe stores on Seventh 
Street, Northwest, for a number of 
years, died last week from the result 
of a tumor of the brain. An operation 
for tumor -was performed Saturday, 
Aug. 22, at Johns Hopkins Hospital 
by Dr. Walter Dandy, and Mr. Nar- 
cienfeld was brought back to Emer- 
gency Hospital, Washington, D. C., 
where he died Sunday, August 23. 

Mr. Narcienfeld was prominently 
identified with the business and civic 
affairs of Washington, D. C., and was 
an active member ‘of The Washington 
Retail Shoe Dealers Association. He 
is survived by his wife and two sons. 





Hugh Smith 

Cotp Sprinc, N. Y.—Hugh Smith, 
67, for forty years a retail shoe mer- 
chant in this Putnam county town, 
died Sept. 2 of heart disease. He was 
a member of the Masons and the Old 
Homestead Club. Two sisters survive. 


56 











THEY WANT TO KNOW 
WHERE TO BUY 


RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. These replies will be for- 
warded to the inquirers. In each case please 
refer to the code identifying number. 
N359. Used window fixtures in first class 


ape. 
Men’s Police Bluchers. 
Women’s novelty shoes to retail up 
to 

N360. Soft leather lace boot suitable for 
chauffeurs, retail $15.00. 

N361. Girls’ and women’s novelty shoes to 
retail at $3.95 and $4.95. Prefer 
stock shoes, but would be interested 
in make-up line if representative 
make this territory. (Western.) 

N362. Tap dancing slippers. 

N363. Ladies’ riding boots. 

N364. Shoe fixtures, benches and other 
shoe equipment. 

N365. Men’s shoes to retail at $2.95. 

N366. Girl’s white calf Brown trimmed 
with crepe or rubber soles. 

N367. Fast selling line of women’s style 
shoes to retail at $5.00. 





Edward D. Allen 


Boston—Edward D. Allen, 75, for 
a number of years an illustrator and 
cartoonist on the Boot AND SHOE 
RECORDER staff, died in Gloucester last 
Monday. 

He was born in Reading, Pa., and 
while still a young boy, the Allen- fam- 
ily moved to Franklin, Pa., where his 
father became interested in the shoe 
business and later in the oil develop- 
ment of that region. After attending 
school and college, young Allen went. 
into the shoe store with his father. A 
talent for drawing led him to study 
in New York and Boston. Then fol- 
lowed newspaper connections with the 
Pittsburgh Press, the Cincinnati Post, 
the Boston Globe and the Boston Trav- 
eler. Coming from a shoe family, he 
pant up with the Boot AND SHOR 

ECORDER and worked with us for a 
period of ten years. 

Mr. Allen leaves a widow, Katherine 
M. Allen, and two sons, also four 
grandchildren. 
. Interment was at Franklin, Pa. : j 





New Shoe Department 


PORTLAND, ORE.—Merriman H. Holtz, 
president of Proctor’s ready-to-wear 
store, announces the opening of a new 
main floor shoe department for women, 
The special $6.50 and $7.50 lines will 
be sold. 
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Unique BOND STREET 
FOOTBALL Programs on 
BIG NETWORK OF 
COLUMBIA 
BROADCASTING 
SYSTEM 


Biccer and stronger than ever—famous coaches and 
more of them—better programs and more stations. The 
very cream of the spat wearing market will be entertained 
throughout the best selling months with the unique foot- 
ball forecasts inaugurated by BOND STREET SPATS. 
Coaches Stagg, Zuppke, Yost, Roper, Hunk Anderson and 
others will talk. Every listener will learn that BOND 
STREET SPATS are the correct and most comfortable 
anklewear and that retailers who display and sell them 
are good merchants to deal with. They will come in and 
ask for BOND STREET SPATS. 


Be ready for them. . . It’s simply good business to carry 
the strongest advertised, 
best known and most de- 
manded spats. Wire or 
write for samples and 
prices. 


THE WILLIAMS 
MFG. COMPANY 
Portsmouth, Ohio, U. S. A. 
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YOU CAN'T WEAR OUT THEIR LOOKS 


) in 


123 Tan Alpine Calf, No. 202 
Black Alpine Calf, No. 402... . at %6 


AA, 8 to 12; A, 7 to 12 
B, 6 to 12; C, 522 to 12; D, 542 to 11 
(Style 402 only; E, 6 to 11) 


: les in sassigl 
82 Active any mailed promptly on — 


Complete catalog é 


THE J. P. SMITH SHOE Co. 
SANGAMON & HURON STREETS, CHICAGO 
131 Duane St., New York . . . 712 Forrester Bldg., Los Angeles 


Smith Smart Shoes for Men and Women 
Dr. A. Reed Cushion Shoes for Men 
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WHERE TO BUY 
Spats 


LP” Se CGO AG SP EP SP 


SDPDPSLISS 
BOND STREET 





lors. Backed by 

powerful radio advertising 

over a Columbia Broad- 

peed System network— 

y oo why Fg Fe 

= e a’ ad 

tive packages, etc. Immediate delivery from stock. 


Write for samples. 
THE. WILLIAMS MFG. COMPANY 
Portsmouth, Ohio, U. &. A. 
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WHERE TO BUY 


Dancing Shoes and Taps 













TAP SHOES Atwsed Xitached 
Ne. ka pag Kid 
$1.70 
No. 9785—Patent 
Leather 
BROOKS SHOE mF@. 

ar 


Itner Sts. 
Philadelphia 














WHERE TO BUY 
Shoe Forms 








Zairy SOM 
for Shoes and Hosiery 


made of whi 
transparent or 
FAIRYLITE 


Shee Form Co.,Inc., Auburn, N. Y. 
SAE EN RES 





New Miami Shop 

MIAMI, FLa.—The latest shoe shop 
to be opened in Miami is known as 
Buck’s Bootery, located at 144 N. 
Miami Avenue. J. Rabinowitz is the 
owner. He was formerly in the shoe 
business in St. Petersburg and Jackson- 
ville. The store has been remodeled 
and attractively equipped with tasty 
furniture. Shoes will be offered at 
popular prices. Only women’s and 
growing girl's footwear will be carried. 
On the opening day Mr. Rabinowitz 
presented the first fifty women visiting 
the store with a pair of bedroom 
slippers. 





» ABOUT PEOPLE ¢ 
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B. Mack — with Johansen 


B. Mack Johns is 
now representing 
Johansen Bros. 
Shoe Co. in Indi- 
ana and Michigan. 

Mr. Johns has 
traveled that sec- 
tion for a number 
of years and has a 
host of friends 
whom he has had 
the pleasure of 
serving in past 
years. He succeeds 
C. R. Terry, who 
continues ina 
neighboring territory. 

Mack is just leaving the factory much 
enthused over his new lines. 





B. Mack Johns 





Frank Minniss Opens Store 


YPSILANTI, MicH.—Frank Minniss, 
who has been in the shoe business in 
Ypsilanti for 32 years, last Saturday 
opened his own store at 12 N. Huron 
St. His son, Robert, will be associated 
with him. For 13 years prior to 1909 
Mr. Minniss was buyer and salesman 
for King’s Chicago shoe store, at the 
end of that period going to the Walk- 
Over shoe store in Toledo, later becom- 
ing manager and assistant buyer of 
the men’s shoe department of Crowley, 
Milner & Company, large Detroit de- 
partment store. 

After two years at Crowley’s he went 
back to Ypsilanti with the Schulz Shoe 
Store, and since 1912 has been at that 
address, under several successive own- 
erships, in several of which he was 
a partner. 





Jake Hill in Insurance Field 


SPOKANE—Jake Hill, well known 
Spokane shoe merchant, and a resident 
of Spokane for the past 42 years, has 
entered the life insurance field as a 
special representative of the New 
World Life. 

The Jake Hill Shoe Company, found- 
ed some 35 years ago by Mr. Hill was 
recently sold. “While it is natural after 
35 years to feel just a little sentimental 
about leaving the shoe business, I am 
pleased to have made such a satisfac- 
tory connection in the insurance field.” 





Silvers, “Savannah Day” Chairman 


SAVANNAH—Mark Silvers, president 
of the Southeastern Retail Shoe Deal- 
ers Association and head of one of the 
large retail women’s shoe stores here, 
has been named chairman of the execu- 
tive committee of Savannah Day, to be 
staged September 18, plans for the 
observance of which are rapidly going 
forward. Mr. Silvers and his com- 
mittee are planning a program of en- 
tertainment and educational interest 
which will be out of the ordinary. 
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THE BEST TIME TO BUY 


By oo C. KEITH 


President Geo. E. Keith Co y, Brockton, 
Mass., and Past Procident ational Boot 
and Shoe Manufacturers Association 


“Ever since | had the privilege of visiting the 
Sales Weeks held in London by the British shoe 
manufacturers and in Paris by the French shoe 
manufacturers, | have believed that we in Amer- 
ica should conduct our seasonal openings at a 
time and at a place which would most benefit 
the industry as a whole. For years the late buy- 
ing has caused uneven factory operation, and if 
orders can be received by manufacturers more 
evenly distributed throughout the season, the re- 
tailers will receive rich benefits in better mer- 
chandise and lower costs. Our company is glad 
1 to join with other manufacturers in backing the 
efforts of the National Boot and Shoe Manufac- 
turers Association to conduct a businesslike and 
efficient seasonal opening in New York at the 


Hotel Commodore, Nov. 16-20, 1931.” 





Takes Over Baker Store 


PORTLAND, ORE.—Ray Hardebeck, for 
seven years buyer and general manager 
for the C. H. Baker Shoe Company in 
San Francisco and Portland announced 
that he has taken over the C. H. Baker 
shoe interests in Portland and has 
opened a store on September 1 in the 
store at Park and Morrison streets. 
The C. H. Baker Company announced 
several months ago that it is retiring 
here. 





Koller Made Manager 

SAGINAW, MIcH.—Edward Koller, 
formerly a shoe merchant in Saginaw, 
has been named manager of the newly 
opened shoe department of the William 
C. Wiechmann Company’s department 
store in that city. The shoe department 
occupies a large space on the mezza- 
nine floor. 





Hargreaves a Manager 

PoRTLAND, OrE.—Willis Hargreaves 
is now in charge of the new basement 
shoe department at Meier & Frank de- 
partment store. 

J. K. Seitzich, formerly of Frederick 
& Nelson in Seattle, has been named 
manager of the boys’ and men’s shoe 
department located on the second floor. 





Scanlon with Olds 
PoRTLAND, ORE.— William Henry 
Scanlon from Boston, Mass., has taken 


charge of the shoe department at Olds, 
Wortman & King department store. 





Rubinstein Succeeds Kessler 
BIRMINGHAM, ALA.—Lawrence Rub- 
enstein formerly of Memphis has 


arrived here and taken over the man- 
agement of Baker’s shoe store. He 


succeeds Max Kessler. 
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Three Questions 
and 


Three Answers 


I. Can Blankets be sold in August and 
September? 





Yes. Merchants all over the country say that these 
two months are banner months in the sale of Blan- 
kets. The reason for it is that preparations are 
being made for the Fall and Winter weather. 


Can Fur Coats be sold in August and 
September? 


Yes. Great numbers of Fur Coats are sold during 
these two months. Why? Because people realize 
the need for this type of wearing apparel. True, 
the season for their use has not yet come, but the 
public is conscious of the fact that these articles will 
be needed and do not hesitate to purchase them 
early so that proper selection of style, color, fit, etc., 
can be secured without doubt. 


Can Gaytees be sold in August and 
September? 


Yes. Leading merchants throughout the country, 
realizing that Gaytees have lifted protective footwear 
from a drab necessity to that of a style line, appreci- 
ate the fact that this merchandise can be readily sold 
early. They share the same advantages of being 
necessary for protection like blankets and have the 
added advantage of the element of style such as 
coats. 





Alert dealers have advanced their selling season, increased their 
profits and turn-over. made more money, and sold more merchandise 


by this simple practice. 


GAYTEES — the Paris Approved Tailored Overshoe 


made only by 


United States Rubber Company 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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W. S. CHASE & SONS 
HAVERHILL, MASS, 


FINE SLIPPERS 
MEN and BOYS 
HANDTURNED 
$2.00 to $2.85 

Boston Office: 501 Statler Bldg. 











© B. EVANS’ SON CO., Wakefield, Mass. © 








TO RETAIL AT $3, $4 & $5 


EVANS 

STANDARO 
“RADIO- HOUSE 
TYME’ SLIPPERS 
Reg. U. S. Pat. Off. In Stock 


CATALOG ON REQUEST 


1) L. B. EVANS’ SON CO:, Wakefield, Mass. C 








To Add Men’s Shoes 


CLEVELAND—When the Higbee Co. 
department store moves into its new 
ten-story building on Public Square 
about Sept. 8, it will add a complete 
men’s department including a large 
area devoted to men’s shoes. This line 
of merchandise has not been carried in 
the past at their old store, Euclid Ave- 
nue and East Thirteenth Street. At 
the same time their women’s shoe de- 
partment will be greatly enlarged. 
Strictly modern merchandising facili- 
ties will be available in the new store. 
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Nunn-Bush Prices Lowered 
MILWAUKEE, Wis.— Nunn, Bush & 


Weldon Shoe Co. have announced gen- 
eral reductions in prices of all their 
grades, effective Sept. 1. Nunn-Bush 
shoes heretofore have retailed at $8.50, 
$10.00 and $12.50. Under the revised 
price list, they will sell in the com- 
pany’s stores and departments at from 
$7.50 to $9.50, with a few Autograph 
shoes at $11.50 and some at $12.50. 

Discussing the new price policy, 
Walter Fanning, advertising manager 
of the company, said: 

“For the past year we have utilized 
what little reduction took place in the 
cost of materials by building up the 
quality of our shoes rather than to re- 
duce them in price. 

“As a matter of fact, our shoes are 
not costing less than they did before. 
Our upper leather is practically all im- 
ported or made from imported raw 
skins, both of which are subject to 
tariff. It is true that sole leather and 
lining and some findings are somewhat 
cheaper, but the reduced production 
has made overhead and labor much 
higher, which results in higher cost of 
the shoes. 

“We feel, however, that our dealers 
need the support of generally reduced 
prices that will enable them to do this 
and at the same time giving them better 
shoes than we have ever sold them be- 
fore.” 





New Store in Canton 


CANTON, OHIO—The Zintsmaster 
Shoe Store will open in Cleveland Ave- 
nue, N. W., late this month. All new 
fixtures are to be installed and the 
store will be one of the most modern 
here. The store will specialize in wo- 
men’s footwear. 
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Eugenie Hats Help Buckles 


CHICAGO — The vogue for Empress 
Eugenie hats is having a definite effect 
upon the shoe business in Chicago in 
reviving the interest in cut steel 
buckles, and it is expected by some of 
the leading dealers here that it will 
add impetus to the shoe ornament 
business this fall. 

“We certainly welcome this new 
style,” says F. A. Clark, buyer at 
Charles A. Stevens company. “The 
Empress Eugenie hats have created a 
demand for cut steel buckles to the 
extent that not only are we disposing 
of our old stock, but we expect to be 
buying new buckles.” 

Colonial pumps with buckles of the 
same material or with fan trimmings 
as well as the cut steel buckles are 
proving popular in the early fall shoe 
demand at Mandel Brothers. 

“It looks like a black year; that is, 
so far as shoe color is concerned,” pre- 
dicts C. W. Andrews, one of the buyers 
in the shoe department of that store. 
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“THE ALEXIS” 








After the marriage of Princess Alexandra of 
Denmark, to the then Prince of Wales, later 
Edward VII, shoes of the type shown above 
were popular with the ladies of the British 
Court. F. E. Foster & Company, Chicago re- 
tailers have introduced this Victorian inspired 
model under the name of “Alexis” 





“Browns are running a close second 
and suedes and reptile skins seem to 
be sharing equally in the public favor.” 

F. E. Foster & Company are also 
stressing suedes in the black and brown. 

“Special attention is being paid to 
the style of shoes we feel are best 
adapted to complete the Empres Eu- 
genie ensemble,” Carl Burgstahler, 
buyer at Foster’s, reports. “Our design- 
ers are about to announce some orig- 
inal models depicting this mode.” 

At the Fair, S. Katz, buyer, says 
that although all Fall sales indicate the 
popularity of the built-up shoes, he be- 
lieves that there will still be a large 
demand for the lower cut pumps and 
slippers by those whose feet are not ac- 
customed to the colonial pumps. 

There has been no noticeable flurry 
in business as yet to inaugurate the 
Fall season here, due partly, it is be- 
lieved, to the continued warm weather. 
All of the stores are winding ip their 
Summer sales this week. They antici- 
pate that a good Fall business will be- 
gin right after Labor Day. 


Indianapolis Says “Black” 


INDIANAPOLIS, IND.—Shoe merchants 
are making an early drive on fall foot- 
wear. “Black, of course, will be the 
shoe color for fall and winter,” says 
G. F. Wilhite, manager of the Walk- 
Over shop. Patent, he believes, will be 
the smart shoe material in black, espe- 
cially with the lovely, dull-surfaced 
cantons for afternoon wear. 

“The sandal has become such a fa- 
vorite this summer that it will carry 
over into the fall as an afternoon 
fashion,” says Harry Summers of 
Marott Shoe Shop. Black kids with a 
slight trim of pin seal and plain black 
footwear, with some of the dark 
shades of brown will be good, predicts 
Mr. Summers. 
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* 
I7ARIN K 
REG. U S. PAT. OFF. 
Exclusively manufactured in America 
by The Zapon Company, this water- 


proof chamois-soft material is avail- 
able in a variety of colors and patterns. 


> 


—- 


Look for the Zapon label on every pair 
of slippers you buy, It is your guar. 
antes against inferior products. 
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in quality, style, dur- 
ability and modern- 
ity of patterns, 


ZAPON 


FOR SLIPPER UPPERS 


is the acknowledged 
leader wherever fine 
slippers are sold. 
Zapon Uppers have 
attributes which 
compel attention, 
insure popularity 
and guarantee sales. 


THE ZAPON COMPANY 


A Division of Atlas Powder Company 


STAMFORD « « 


« CONNECTICUT 
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WHERE TO BUY 
Fine Sport Shoes 








‘ “SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Stock 
A. SANDLER 
184 Lincoln St. 

Boston, Mass. Est. 1889 











SAN LINE SPORTIEST- OF 
’ SPORT SHOES 


“A Mile Away You Know Them” ad 
rt 
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SAN JEAN 


Falls colorful sport woolens call H 
for this shoe with its hand whip- ’ 
Ping of saddle and tip. t 

CATALOGUE ON REQUEST f 








WHERE TO BUY 


Women’s Shoes 








STYLED to SELL FAST 
LITTLEWAYS TO RETAIL 
at $5.00 


im STOCK AAAA TO C 
SEND FOR CATALOG 


WALDEN & PERRY, Inc., zz 













CUSHION SHOES 4 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 











Carlat Suburban Store 


Kansas City, Mo.—Claude A. Carlat, 
who has been in the shoe business in 
Kansas City for more than twenty 
years, will open his first suburban store 
about October 1 at 3127-29 Troost 
Avenue. The Troost Avenue location 
is in the heart of one of the suburban 
shopping districts. 
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NEW NOVELTY SHOE WHOLESALERS 





Edwin McBreen 


Jack Goodman 


Jack Weiss 


Above are the members of the new firm, the McBreen Shoe Company, which has 

established headquarters for the wholesaling of women’s novelty shoes at 109 West 

Broadway, New York City. All three are former members of the staff of the 
Duane Shoe Company 





Chamois Buck for California 


Los ANGELES—Chamois buck for 
spectator sportswear, especially adapted 
for California wear was among the 
materials to be featured in the open- 
ing on Aug. 22 of the new Peacock 
Shoe Salon in the B. H. Dyas specialty 
store on Seventh Street. The salon is 
part of the new sports department for 
women which covers the entire second 
floor of the building and is one of a 
series of little intimate shops which 
individualize the new sportswear floor. 
The new salon is the first Peacock 
shoe establishment to be opened in Los 
Angeles and will be exclusive with the 
Dyas Co. 

According to W. N. Brayton, West 
Coast representative of the Boyd- 
Welsh Shoe Co. designers and makers 
of Peacock footwear for women, since 
Southern California does not have so 
rigorous a winter as prevails in other 
parts of the country it is possible to 
feature certain fabrics, patterns and 
colors more strongly here than else- 
where. This would account for the 
comment on “shoes adapted for South- 
ern California wear.” 

The “Modi-Pois” comfort walking 
shoe is also to be an individual number. 
Patent leather is being given consid- 
erable play in plain seamless pumps 
and sandals. The French Boulevard 
heel is a consistent detail in the new 
Peacock street and spectator sports 
line. 


Fall Trends in Frisco 


SAN FRANCISCO, CAL.—Frank Wer- 
ner Co., 874 Market St., finds that the 
three autumn colors, brown, black and 
green, are off to a good start, and that 
milady has quickly tuned in to the 
tempo of the Eugenie fashion-trend— 
the new note in design influenced by 
the Second Empire. However, the store 
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also finds that discriminating custom- 
ers quickly discern between a wealth 
of decorative detail that results in an 
exquisite shoe and merely “dressing up 
the shoes” with bizarre results. 

In materials and prices popular num- 
bers are: Suede slippers at $8.50 and 
$10.75; suede and alligator at $10.75; 
suede and kid shoes at $8.50; alligator, 
$12.50; kidskin, $10.75. At Steinberg’s 
four stores a “new regent pump” is 
featured in black or brown suede, pat- 
ent, black kid, black or white faille, 
black moire and white satin in sizes 
from 2 to 9 and AAA last to C at the 
one price of $6.00. H. Liebes & Com- 
pany, Grant Ave. at Post, announces 
the premier presentation of new “debu- 
tante shoes ideaed in Paris” at $9.75. 

The Bootery, 152 Geary St., finds a 
good number in a black suede and 
kid shoe with narrow kid bands on the 
suede toe, high-lighted by patent 
leather stripping. Sommer & Kauf- 
mann, at both their stores, have a new 
slate gray or marcasite oxford, tongue- 
less, in a combination of calf and suede 
and with the popular Continental heel. 





Pumps Only 


LYNN—The Turn Stile Shoe Co., 
fitting up a factory at 192 Broad Street, 
is planning to make pumps only, and 
to carry them in stock. The company 
has a new method of making shoes, 
using a single sole, as heavy and as 
flexible as those used on turns, and no 
insole, and sewing them on a McKay 
machine, so that it gets a shoe that’s 
light, flexible and shapely. It also has 
a new method for shaping and fasten- 
ing shanks of shoes. Vernon Moss is 
manager. He was formerly in the shoe 
business in Haverhill. 








> THE PURPOSE OF BUSINESS IS PROFIT 4 
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Since LINCOLN 
Was President 


“‘Honest Abe”’ 
the first unit of the present Shoe Lace 


was in office when 


Company began business. The tradition 
of quality and uniformity established 66 
years ago has been jealously maintained. 
Controlling production from raw cotton 
to the finished lace we can assure you 





standard quality in laces for every type 
of shoe in every grade. Manufacturing 
economies due to complete supervision 
during every step of manufacture make 
possible the present values. 


THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 
been impregnated with our 
own exclusive solution to give 
it the proper rigidity and en- 





Tips may be either fabric, met- 





al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 


durance. We guarantee the 
JOSCO FABRIC TIP to out- 
last the lace in ordinary use. 





ZO-—AQCVOAV FEPO—AamM< 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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WHERE TO BUY 


Children’s Footwear 


or 





BORAT Ee EE 





SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles — infancy to 
four years! 














CHILDRENS 
FOOTWEAR 


_ IN STOCK 











Children’s Fine Goodyear Welt Shoes 


THE GILBERT " SHOE co. 
THIENSVILLE, 








PATENTED 


ROBA> 
SHOES 


Finest Quality Children’s Shoes 


Manufactured ly since 1892 





by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 
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WHERE TO BUY 
Dancing Sandals 


A A EF EF EF Pe Pe 


% KENDALL'S Sites 















For Aesthetic 
Dancing 
‘IN STOCK 


GREY FAU 
BLUE GREEN 
RED 
Price $.75 


SIZES 
ONLY 
Sizes 6 childs’ 
to 10 women’s 


set hero 

















OLD FIRM BRINGS OUT NEW LINE 





LARRY HORAN 


New YorkK—Charles W. Strohbeck, 
of Charles W. Strohbeck, Inc., estab- 
lished in 1887 and the oldest women’s 
shoe manufacturers in Brooklyn, who 
have always specialized in the manu- 
facture of fine corrective shoes to sell 
in the better shops, has announced that 
the firm is now engaged in the manu- 
facture of a new line of shoes to be 
known as “Formolder.” 

The “Formolder” line, it is an- 
nounced, will have a unique feature 
known as the visible tarsus bridge. 
The flexible tarsus bridge is visible to 
the eye, a mushroom shaped resilient 
compound acting as a cushion for the 
metatarsal bones. Patents are pending 
on this new tarsus bridge feature. 

Mr. Strohbeck feels extremely for- 
tunate in obtaining the association of 
two outstanding men, well known in 
the corrective shoe field, Larry Horan 
and Albert Weitsen. 

Albert Weitsen, for twenty-five years 
in charge of sales in the metropolitan 
territory for William Henne, manufac- 


CHARLES W. STROHBECK 


ALBERT WEITSEN 


turer of Physical Culture Shoes, is con- 
sidered one of the best corrective shoe 
salesmen in America. Mr. Weitsen, 
who sold over one-half the production 
of the Physical Culture plant, devel- 
oped the tarsus bridge feature., which 
will create a sensation in the shoe 
field. 

Larry Horan, former sales manager 
for the Physical Culture Sales Co., pre- 
viously in the shoe brokerage business 
for himself, under the name of L. J. 
Horan Company; also formerly man- 
ager for Coward, in which capacity he 
opened the Boston store, and at one 
time buyer for William Eastwood & 
Son in Rochester, is now associated 
with Mr. Strohbeck in the promotion 
of “Formolders.” 

“Formolder” shoes, according to Mr. 
Strohbeck, will be carried in stock. 
Franchises will be granted to progres- 
sive merchants in each community. An 
aggressive advertising and merchan- 
dising campaign is being planned and 
will soon be under way. 





Hides Declined in August 


New York—During August the hide 
market was featured by declines of 
from 3 to 3% cents a pound, or about 
25 per cent of the value of the com- 
modity in one of the most active trad- 
ing months in the history of the New 
York Hide Exchange. The turnover 
totalled. almost 80,000,000 pounds as 
compared with 30,000,000 pounds in 
August, 1930, and 11,300,000 pounds 
in August, 1929. 

The activity in hide futures was ac- 
companied by almost persistent weak- 
ness in all positions which carried 
values to record low trading levels. 
The reaction in hide prices was sub- 
sequent to an advance of almost six 
cents a pound over the record levels 
established in February. Business in 
spot hides was along restricted lines 
during August. The variance between 
buyers and sellers ideas restricted the 
movement of packers’ holdings. ~ 

During the greater part of the 
month unfavorable developments in the 





* KENDALL SHOE COMPANY * 
HAVERHILL, MASS. 


Continental situation overshadowed the 


64 


favorable developments within the 
leather industry such as the continued 
activity in shoe production. 





Marblehead Factory Enlarged 


MARBLEHEAD, Mass.—MacDonald & 
Paine are taking additional space in 
the Association factories, so as to 
double their capacity. In addition to 
misses and children’s turns, they will 
make men’s house slippers by the turn 
process. 

Other concerns in this old shoe- 
making town are The Little Pilgrim 
Shoe Co., F. A. Parker, Inc., Wright 
Bros., Crocker Shoe Co. and Arthur 
Magee. Small shoes for misses, chil- 
dren and infants make up the bulk of 
the production. For some reason, which 
isn’t apparent on the surface, Marble- 
headers, both men and women, like to 
to work on the little shoes. One ex- 
planation may be that the town has 
been making this type of footwear for 
generations. The product is sold chiefly 
to the wholesale and mail order trade. 
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Settee 9513 — New, 
beautiful, distinctive 
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. 
Attract particular a ( i > 
patrons this way hi Ns 
Dress up your shop. Make it exclusive, individual, charming. YG | —_/ Le VA 


Particular patrons flock to shops that offer unusual environment. 
In seating too, they appreciate the beautiful, the out-of-the- 
ordinary. Provide them with American Seating Company fitting 
chairs. They are comfortable—beautifully distinctive and dec- 
orative. See how much this seating improves the appearance of 
your shop. Send for free Booklet, ““New Styles in Shop Seating.’ 


Anata Seating Coma || Weleome 


6 ee TO HOTEL LINCOLN 

wee?” BRANCHES IN ALL PRINCIPAL CITIES DURING THESE 3 

IMPORTANT EXHIBITS 
OCTOBER 9-10 


Official Opening of American Leathers 


“VARNUM” Size Stick be Sri 


(Trade Mark Reg. U. 8. Pat. Off.) ‘Annual Convention of the National Association 


f Shoe Wholesal 
The Most Popular Measure of Shoe Wholesalers 














NOVEMBER 16-21 


National Seasonal Opening Style Shoe and Shoe 
Display of the National Boot and Shoe . 
Manufacturers Association 








oo ities : —— 
net Sk cated Taman Gad Reatieh his new, luxurious 1400 room hotel, invites you 


measures. Three styles 1—2—3. Maplewood, nickel trim- to make your visit a most pleasant one. 
mings. 
RETAIL SHOE STORES USE NO. 3 A few minutes walk to exhibit headquarters. 
PRICE $1.50 EACH Adjacent to all theatres, shops and business dis- 








F. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. dricts 


Each LINCOLN room contains a private bath 
(tub and shower) a servidor AND A RADIO. 


THESE MODERATE RATES PREVAIL 





HOE MEN’S HEADQUARTERS 





here is a hotel, conveniently located to the Single $3.00 $3.50 $4.00 
important shoe and leather center. Theatres, Double $4.00 $5.00 $6.00 
shops, transportation, all near by. SUITES AVAILABLE 
Ke RRES | --- New Hotel... 
4%h ST. WEST OF B’WAY, N. Y. IN COLN 
Large rooms with bath, shower, circulating Sth Avenue—44th to 45th Sts. 
ice water and Radio. New York 
Single from $2.50 Double from $3.50 ROY MOULTON, Manager 





JAMES A. FLOOD, Manager 
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WHERE TO BUY 
Ballet Slippers & Sandals 











Send for catalogue and prices. 
W.M.KILLORAN = 9 I, Lynnfield, 











Soft Toe oe 


5 Wig sell imitations 
hen the genuine is the 
came P ? 
Buy direct from an estab- 
lished shoe firm. 
Give our trade an 
approv correct fitting 
ge whose flexible, short 
sole is - 
ferred by the profession. 
Two colors, smoked or 
black. A’s to D’s, 8 child’s to 8 
misses’. Price $14. 75 doz. Don’ 


start another season with hard ry 
— mad substitutes. Write now for 


Advance Theatrical Shoe Co. 
Dept. 58. 159 N. State St., Chicago 
West Coast Office: 6362 Hollywood Bivd., Los Angeles 











BLACK KID BALLET 


SLIPPERS 

a oe Hard Toe 
Ladies’ A to 4 ny ha Se St Sa eee $1.35 
Geis Cee ee TS 


1.25 
Hard Toe $1. 00 per ir Hi 
nov sua os r gher 
50 N. 4th a Pa Philadelphia 














BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style Bi02 on, Kid Hand 
Turn, Soft Toe 
6- A 11%- : 2%-8 
$1. $1.35 $1.40 
Abe. nS and lefts in 


SCHWARTZ & HERD zn. Inc. 
lalists in Ballet Manufacture 
241 N. Lith Street, Philadelphia, Pa. 








i 
een 


Rights and Lefts 
wo Grades 


In Stock 
Wom. Miss Chil. 
$1.40 $1.35 $1.30 
1.25 1.20 1.15 
Professional Ballet 

Slippers Also 






COMPANY 








825 W. Monroe Chicago. Il. 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 




















Wages and Prices 


[CONTINUED FROM PAGE 19] 


labor movement in America, through 
the American Federation of Labor, is 
itself on record as recognizing that the 
sound way to raise wages is to decrease 
costs by scientific methods. 

I do not mean to say that there have 
been no wage reductions in America. 
But it is a fact that the more progres- 
sive industrialists have steadfastly re- 
sisted the pressure brought to bear 
from certain quarters to “liquida 
labor and have only reluctantly reduced 
the men employed or the number of 
hours worked to conform to the les- 
sened volume of sales. Some time ago 
I predicted that 1932 would probably 
bring an upward swing of business in 
my country. I qualified that by say- 
ing that it was by no means certain to 
be a steady, lasting upward swing. I 
said that if any general reduction of 
wages was adopted throughout the 
country it would take at least two or 
three years more before the upward 
swing could come. 

As I have already said, mass produc- 
tion is not by any means a secret 
known only to American industry. 
Many European countries are as ef- 
ficient as any in their industries, and 
others are adopting mass-production 
methods as rapidly as possible. Bata, 
for example—I call him Shoe-Ford Bata 
—manufacturing 100,000 pairs of shoes 
a day, is not only selling successfully 
in the best European markets, but is 
actually exporting to the United States. 

Europeans have always given greater 
attention to foreign markets than to 
home markets. That is perhaps nat- 
ural, inasmuch as for many hundreds 
of years European nations have been 
colonizers. They built up colonies both 
in order to get raw materials and to 
have established markets for what they 
produced, Without the spirit of ad- 
venture and the commercial spirit of 
the Europeans, much of the civilized 
world would still be inhabited by ab- 
origines. 

But so engrossed have Europeans 
been with the battle for foreign trade 
that they have all but ignored the home 
market. I believe that European coun- 
tries have a vast potential but unde- 
veloped market right at home, which 
they can cultivate if they will only give 
part of the savings of mass production 
to the workers in the form of higher 
wages. 

It is a big job that we have before 
us, perhaps the biggest that any gen- 
eration has ever faced. No generation 
before us has had such an opportunity 
definitely and effectively to bring about 
prosperity and peace nationally and in- 
ternationally—the peace and prosperity 
of the world through economic methods 
without recourse to the traditional 
method of war, but rather by following 
intelligently and scientifically their own 
best selfish interests. 
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The masses want a higher standard 
of living. They are certainly having 
difficulties in getting it. But they are 
going to try, and the fact that they do 
not know how to get it is not going to 
keep them from trying. When the 
standard of living of any nation is go- 
ing constantly lower and lower and no 
definite, planned movement is launched 
to raise it, one of the things that is 
sure to occur to the masses is to over- 
throw the government. On the other 
hand, history shows that no govern- 
ment was ever overthrown by revolu- 
tion if the masses of the people were 
enjoying prosperity and if their stand- 
ard of living was constantly being 
raised. The method of raising it is at 
hand through the development of mod- 
ern industry. Mass production and mass 
distribution have become, as I have said, 
a business fact, the inevitable next step 
before industry. It-is a step that must 
be taken if we are to have peace, 
profits, prosperity and stable govern- 
ments, and it is a step that must be 
planned for on a world scale and on a 
groundwork of facts rather than of 
opinions and guesswork. 





What Goes into Shoes—and Why 
[CONTINUED FROM PAGE 17] 


It is obvious that if shoes are going to 
be produced in their greatest efficiency 
and at a minimum profit to all sources 
of supply, the same practice will pre- 
vail at retail. For years the margin 
of return at retail has been less than 
it ought to be. This is no time for step- 
ping out of line in the hopes of increas- 
ing that margin. But it is time to 
study efficiencies in distribution so that 
there will be some net earnings after 
the shoe and its service prove satisfac- 
tory to the public. 

“Shoes ain’t got no value” is the 
crude expression of a _price-shooter 
who remembers back to the day when 
“Eighty Cent Kelley” sold creole bals. 
Those days are not again in the mak- 
ing. A better shoe, at a better price, is 
on call. The ablest merchants of the 
country stand for wise buying, careful 
merchandising, clean stocks, small net 
profit and the sound principles gov- 
erning the successful conduct of retail 
business, 





Connor Visits Brockton 


BROCKTON, Mass.—Louis Connor, ad- 
ministrative manager of the European 
offices of the United Shoe Machinery 
Corporation, recently made a tour of 
the Brockton district, visiting his many 
friends in the shoe center where he 
learned the shoe business. He was for 
a number of years connected with the 
Brockton branch of the U. S. M. C. 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


Insures Accuracy of Buying Judgment 
















{ Btack “If a $5 Gold Piece Falls Thru 
Cloth a Crack in the Floor”—is the 
Binder— title of our instruction brochure 





} red imitation | for keeping stock records: — 


hotter back Supplied with each order for 


d . 
yin fatale the Stock Record System. 






















One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of 
each stock number— 

Shoes on hand, on order, due, returna, 
transfers in or out from branch 
atores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 
supplied 

50 Sheets—$3.00 

10 Sheets—$1.00 


(minimum order) 


Each fits the STOCK RECORD loose 
leaf binder. 





















COMPARISON FORM 
ev exAsone AND YEARD 






ve 















MASTER STOCK SHEET 






MONTHLY INVENTORY stocw No.Jec__. 






















Black Cloth Binder—11¥%2” x 13%" 
—100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


clips:— $ 9 00 


West of Denver, $9.50 
Canada and Foreign, $10.00 
Above, not including 
CARTON TICKETS, $6.50 
West of Denver, $7.00 
Canada and Foreign, $7.50 
Postage Prepaid—Check with order, please 









Form /07 
Order 
































(New Revised Fifth Edition) 
Your choice of DeLuxe flexible imitation leather binder : 
Shoe Carton Tickets 


shown above, or— 50 100; $1.50 for 500; $2.50 for 1000 
£ ie. per 3 A or 3 e ‘or le 
Black cloth binder below. Clips supplied when quantity ordered is 500 or more, 


Postage prepaid—check with order, please. 
WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
1334 REPUBLIC BLDG. CHICAGO, ILLINOIS 
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A pePARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
MEET . 
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SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 











Nationally Known Manufacturer 
has a limited number of territories open for 1932 to shoe men between the ages 
of 25 and 38 who “know shoes” and who have ability to sell quality footwear 
today without the aid of “special concessions,” 
dress C623, care Boot & Shoe Recorder, 239 West 39th Street, New York, N. Y. 


If interested, write fully. Ad- 




















Salesman Wanted 


i A reputable manufacturer de- 
sires a high grade salesman to 
| sell in Connecticut and New 
York State (from Yonkers to 
Albany) a line of well estab- 
lished Men’s and Boys’ Good- 
year Welt IN STOCK shoes to 
retail at from $3.00 to $5.00. 
Straight commission only. Re- 
ply, giving references and all 
details in first letter. Address 
C-622, care of Boot and Shoe 
Recorder, 140 Federal Street, 
Boston, Mass. 














Mw. SELLING CHILDREN’S SHOES 
natal nd to carry side line Infants’ Pre- 


to size cight. numbers in 

mock o drawing nos but by _ com- 

mission. ag fo pecans, « em- 

ove foe eco letter. ‘Address C592, care 
&S is shee 239 West 39th Street 


New York, N 





SHOE SALESMEN wanted to carry our spats 
and shoe ornaments as a sideline. Please 
oN ate A and_ references with reply. 
NOLIS ANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, III. 





SALESMEN with experience well acquainted 

with the trade for a line of Children’s, 
Misses’ and Girls’ medium and high grade 
Philadelphia made turns, territory middle west, 
western, and California. Address C-617, care 
Boot & 7 4 Recorder, 239 West 39th Street, 
New York, N. Y. 


EF, XEERIENCED MANAGER and shoe buyer, 
who knows how to merchandise and get the 
yest from those under him. So sure of ultimate 
results that I am willing to consider starting 
for a small drawing account plus commission 
on increase in business. bas ag to Wt anywhere, 
Unquestioned references. PH... FFEILH, 
8414 Sycamore St., New Ht = 








LINE WANTED 








SALESMAN wanted to carry line Prewelts, 
in Nebraska, Iowa, Pennsylvania. Ad- 
dress C-618, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





SIDE LINE SALESMEN: High grade line 
of boys’ welts. Stock. Retail $3.00. Ad- 
dress C-624, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





ALESMAN WANTED-—Shoe salesman to 

carry established line of Arch Supports. 
Liberal commission. Reply stating territory de- 
sired and give references. Address C-599, care 
Boot & ~~ Recorder, 239 West 39th Street, 
New York, N. Y. 





E.XPERIENCED SHOE SALESMAN to 
cover New England with men’s, misses’ and 
children’s shoes. Commission basis only. Ad- 
dress C-627, care Boot & Shoe Recorder,’ 140 
Federal Street, Boston, Mass. 





SALESMEN WANTED—Sna nappy side line. 
Well known Infant’s First Steps and Soft 
Soles. Monthly commission settlement. Profit- 
able territory available including Southwest and 
Middle West. Give references, territory and 
lines now selling in first letter. G. W. CHES- 
BROUGH, Manufacturer, 797 Smith St., 
Rochester, N. Y. 


POSITION WANTED 


POSITION WANTED 

Manager, Buyer or Assistant by American, 
age 41 years, married, 21 years retail shoe ex- 
Cine Lo agp to Fifth Avenue, New York 
connection in East, 
Middle or Far “West. Reliable, references can 
be supplied. Address A. RAY WEBSTER, 
30-24 49th Street, Astoria, L. I., N. Y. 














SHOEMAN—i5 years’ experience—7 years 

managing high grade family shoe stores de- 
sires connection with growing concern. Address 
C-626, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





POPULAR priced men’s or women’s shoes of 


merit to carry with my rubber line in ° 


Oregon and Washington. Best of references. 
Address 5224-28 Avenue, Portland, Ore. 





WANTED—By experienced salesman snappy 

line of women’s novelty shoes to retail at 
$2.00 and $3.00 for N. Eastern Pennsylvania. 
I have the accounts already established. Corre- 

spondence solicited. Address C-615, care Boot 

1 ag oe 239 West 39th Street, New 
or 





WANTED—By experienced salesman with suc- 
cessful sales record—Snappy line of men’s 
dress shoes priced around $1.75 to $2.75 for 
the State of Texas. Address C-628, care Boot 

& Shoe Recorder, 239 West 39th Street, New 
Sone Re oe 





fee having large following in States 
South Dakota, Iowa, Minnesota wants line of 
Men’s and Children’s and Ladies’ Shoes on 
small salary or drawing account. Prefer salary. 
Address C-625, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


WANTED TO PURCHASE 


SHOE MANUFACTURERS—We specialize in 
disposing of factory job-lots. commission 
basis. Write what you have to offer. DUHON 
BERRY & VINTON, Inc., New Orleans, La. 


BUSINESS OPPORTUNITY 























One of Hartford, Conn.’s finest 
clothing stores has space for a 
men’s and boys’ shoe depart- 
ment on a flat rental or com- 
mission basis—act quickly! 


Address C-621, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











Minimum char 





CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
ge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classifeed advertising is payable in advance. 

@* Advertisements for this page must be in our New York office on Friday of the week preceding publication. W@ 


RATES 


Minimum charge 
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FOR LEASE 


BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 











LADIES’ SHOE 
DEPARTMENT TO 
LEASE, 100% 
LOCATION 


SPRING’S, SOUTH BEND, IND. 








FOR LEASE 
FOUR SHOE STORES 
IN PHILADELPHIA 


Fully equipped with _ fixtures, 

Chairs, Show Cases, Rugs, etc. 

Ready for occupancy, immediate 

possession. Owner discontinuing 

business. Prominent locations, 

established as shoe stores for 

many years. Rents lowered to 

meet conditions. 

60th and Chestnut Sts. 

52nd St. Cor. “oreee St. 

Broad & Erie 

12th St. Below Chestnut St., Phila- 

delphia. 

Address Charlies E. Hallahan 
60th and Chestnut Sts. 
Philadelphia, Pa. 














MERCHANTS’ NEEDS 








Podiatry 





Chiropody 
A School in Boston, Massachusetts 


PODIATRY—The profession in demand by all cities and towns. 
The necessity for FOOT CARE is Universal. 
SPECIALIZE in “Scientific Treatment of the feet.” 


Clinical training in foot clinics. Special clinics for children of 
school age, industrial employees and the poor. Entrance require- 
ments—4 years of high school or equivalent. 


Write for catalogue. Hiram B. Donapson, Dean 


-MIDDLESEX SCHOOL OF PODIATRY 
Administration Office 
473 Beacon Street - = - 


- Boston, Massachusetts 











MERCHANTS’ NEEDS 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
in service fees. A new system of 





New I|mproved 


Pouy Cue 


for Price Tickets 


TILTS AT ANY ANGLE 
$5.00 per gross $2.75 orf gross 
Satisfaction guarante 
D. POLLINGER COMPANY 
216 Holland Bldg., St. Louis, Mo. 











foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you one a fey e... = 
tal serene’ or g ° 

or soliciting. Eeteuishea” city A ress 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








HIGHEST CASH PRICES 
PAID 

fesoee “taken sver. ” Transastions condentia 
Est. 1890 


MAX GLAUBERG 
q 327 Church St., New York City 
Phone: Canal 6-2632 








We will pay the best price for 
your surplus or entire stocks of shoes, 


general merchandise or department 
stores. Leases assumed. 
Phone Write Call 
All matters. strictly confidential. 

I. SIMON CO. 


' 101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 











We are open to 


BUY FOR CASH 


retail stocks of QNOES—SRREBAL MER- 
CHANDISE — Unexpired assumed. 


POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 0352 
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MERCHANTS’ NEEDS 








FOR SCHOOL OPENING 





GIANT ERASER PENCIL BOX 


Contains 3 col. Blotters, Pencil, 
Penholders, Pen Point and Ruler. 
Send 1l5c. for Sample. 


Distributors— 
Paramount Souvenir Adv. Co. 
350—4th Ave., New York, N. Y. 


Royal Souvenir Co., Inc. 
1613 E. New ts Se Brooklyn, 














sasha FS 

to do without. 
Write us for detail- 
ed informotion. 


hel Co. 


tuclion® “isvausts 
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Levine Display Studios 


We are equipped with years of 
experience to render the best in 
designing and building displays. 


Modern and Unusual Back- 
grounds 


in fine woods, beaver boards, felts 
and novelty fabrics. 

Over 100 displays now installed 
in leading shoe stores, such as, 
Miles, Hausman, Feinberg & Price, 
Walkover and Fastenbergs. 


Displays at Rental Rates 


124 West Twenty-First Street 
WAtkins 9-4334 New York City 











A Business Builder 
for the Shoe Dealer 





VAMP EASER 


Eliminates Binding at Instep | 
on pumps and strap slippers; also eases 
vamp seam on men’s oxfords and women’s 
ties. 
Removes pressure from corns and bunions 


without stretching shoe elsewhere. No 

strain on stitching. 

It is the greatest device for building busi- 

ness and pleasing customers, that a shoe 

store ever installed. Write for particulars 

now. ; 

Vv 325 W. Monroe St. 
amp Easer Co. “chicago, Il. 

Merchants—Write for particulars. 
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HOTELS 


MERCHANTS’ NEEDS 








Shoes slip at the heel in cold 
weather — Prepare now with 


Kant-Slip De Luxe 


The double action (Friction and vacuum 
grip) that vulcanizes in with cement 
(not glue). Do not shorten shoe, in- 
serted and worn in five minutes. 


36 pair in display box. 15c. a pair. 


Ratcliff Products & Sales Co. 
Columbus, Ohio 











isaemarina: 
CAMDEN ARTCRAFT CO. 160 N.Wells St. 


CHICAGO. ILL. 









California News Notes 


SAN FRANCISCO, CAL.—The news of 
the week in the northern California 
field includes the passing away of John 
J. Keller, well known West Coast shoe 
man, at his home in Fresno; the dam- 
age from smoke and water—from an 
adjacent fire—at Blanchard’s Family 
Shoe Store in Merced, Terry Blanchard 
closing his store for a few days until 
he can determine the extent of the 
damage; at Fresno again Jack D. 
White and F. C. Claybrook are fin- 
ishing the extensive remodeling of their 
Brown Bilt Shoe Store at 1049 Van 
Ness Ave. and will soon reopen. 

At Campbell E. E. Sower has sold 
his shoe store at 24 Campbell Ave. to 
Virgil O. Welty. Gallen-Kamp’s has 
opened a new Stockton, Cal., store at 
410 E. Main St. 

At Kingsburg Gust A. Hard has re- 
opened his shoe shop on Draper St. 

Selma M. Tootalian’s shoe store has 
been slightly damaged by fire. P. J. 
Ludwig has purchased the Webster 
Shoe Shop at 843 Webster St., San 
Francisco. G. Particelli has opened a 
new shoe store in Forestyille, Cal. 

In Santa Clara D. Campesi will move 
his shoe shop from 834 Franklin St. 
to larger quarters after remodeling the 

















47% STREET 
LEXINGTON AVE. 
NEW YORK 





The location of the Winthrop com 
bines residential luxury and transic 
convenience... rooms are eut- 
side and large, light and airy .. . 
Ample closet space, serving panery, 
sink, and electric refrigerator with 
each suite . . . Main and private 
dining rooms. 


Single rooms with bath from $4 
single, $5 double. 








HARRY BURNETT, MgnDin 


VANITY BOW 





In keeping with the new fashion trend 
Fifth Avenue stores are enhancing their 
new fall creations with Leather, Fabric 
and Beaded Bows. Vanity Novelty Works 
have a comprehensive line of new fall 
bows at prices ranging from $3.50 to 
$5.00 per dozen pair. Write now for an 
assorted dozen. 


VANITY NOVELTY 
WORKS 
1261 Atlantic Avenue 
BROOKLYN N. Y. 

















| Ap SHOE CARTON LABEL 


SPECIALISTS 
PT PRINTERS. DESIGNERS AND ENGRAVERS 


THE AMERICAN PRINTING #*° LABEL CO 
314-316 E Ith St. CINCINNATI OHIO 


| Mle Now for Samples 





Schoettly Opens Vitality Store 


St. PAuL—E. J. Schoettly has opened 
a Vitality shoe store in a new building 
at 393 Robert St., catering to men, 

















| women and children. Equipment is 





premises formerly occupied by Bank 
Cafe. 

In Palo Alto the Stanford Bootery 
at 235 University Ave. has reopened 
with larger and more varied stocks 
than ever—now under the ownership 
of A. Davis. 





Howard & Foster Co. Stages Outing 


BROCKTON, Mass.—Executives of the 
Howard & Foster Co. joined more than 
250 members of their organization at 
the annual outing of the company, held 
at Pine Field Shores, Carver, Mass., 
Saturday, Aug. 29, which proved to be 
one of the most enjoyable gatherings 
of its kind held in recent years. 
President John F. Thomas, T. F. 
Whalen, Hector E. Lynch, Jr., and 
Christopher O’Neil of the executive 
staff of the firm were among the 
guests of the personnel on the occasion. 
A general sports program, followed 
by a clam bake featured the activities 
of the day arranged by the general 
committee headed by Edward Brickley 
as general chairman. 


New Children’s Shop 


CHATTANOOGA—The Juvenile Boot- 
ery, a store handling only children’s 
shoes has opened for business at 10 
East Seventh Street. Clyde P. 








Schlesinger is manager. 
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entirely new. Except for four years in 
Chicago and three in Milwaukee, Mr. 
Schoettly has been for 20 years in the 
shoe business in this, city. 





Woods-Rubenstein 


Des Mornes—David A. Woods, man- 
ager of the shoe department in the 
Boston store, Fort Dodge, Iowa, and 
Miss Elizabeth Rubenstein of Des 
Moines are to be married late in Sep- 
tember. Announcement of the ap- 
proaching wedding has been made by 
Mr. and Mrs. R. Rubenstein, parents 
of the bride-to-be. 





To Quit Shoe Business 


UNIONTOWN, Pa.—The Cohen Cloth- 
ing Store at 10 Pittsburgh Street, has 
announced that starting September 15 
the firm will retire from the selling 
of shoes and will close their shoe de- 
partment. The firm will specialize at 
the same location in women’s wear and 
millinery. 





Add Women’s and Children’s Shoes 


Des MoInes— Lindquist Bros. of 
Gowrie, Iowa, have added women’s and 
children’s shoes to their stock. They 
formerly operated exclusively as a 
men’s clothing store. 
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BUSINESS CHANGES 


ILLINOIS—Berwyn—Jaroslav Zasters (6234 
‘W. 22nd St.); boots and shoes; reported selling 
or sold out. 

INDIANA—Lebanon—W. C. Davis; 
shoes, etc.; reported selling or sold out. 


MASSACHUSETTS—Boston—American Shoe 
Co.; manufacturers ; reported moving to Chelsea, 


‘ass. 

Boston—Sarah Blank (wife of Jacob W. 
a boots and shoes; filed married woman’s 
cert 

Bleak's: Shoe Store (150 Merrimac St.) ; boots 
and sno: business certificate filed by Sarah 


E. J. Shoe Co. (207 Essex St.); wholesale 
boots and shoes; business certificate filed by Eva 


Jolles. 

Eva Jolles (wife of Chas. Jolles) (207 Essex 
St.) ; wholesale boots and shoes; filed married 
woman’s certificate. 

Alice Kharibian (wife of Geo. Kharibian); 
boots and shoes; filed married woman’s cer- 
tificate. 

Haverhill—C. B. Shoe Co. (16 Walnut St.); 
manufacturers ; recently commenced business. 

Lynn—Lynnford Shoe es manufacturers ; re- 
cently commenced busines 

lem—Benson Shoe Mfg. Co.; Hyman Cohen 
retired. 


NEW HAMPSHIRE — Claremont — Hirshberg 
Bros. ; boots and shoes; recently commenced busi- 
ness. 


boots, 


NEW YORK—Brooklyn—Prime Shoe Mfg. Co., 
Inc.; authorized capital $20,000. 
Magid, Inc. ; ie boots and shoes; inc. author- 
ized capital $10,00 
NEW gel York City — Cammeyer 
Shoes, Inc.; boots and shoes; recently incor- 


porated. ; 

Flex-Arch Shoe, Inc.; boots and shoes; inc. 
authorized capital $20,000. 

McBreen Shoe Co., Inc.; 
ine. authorized capital $25, 000. 

Wafco Shoe Corp.; boots and shoes; recently 
incorporated. 

Patchogue—Gallo Shoe Store, Inc. (98 S. Ocean 
Ave.) ; boots and shoes; reported selling or sold 
out. 

Utica—Flemma Bros., Inc.; boots and shoes ; 
recently incorporated. 

OHIO—Lorain—Hageman Shoe Co.; boots and 
shoes; recently incorporated. 

OREGON — Portland— Olman & Rosenfeld ; 
boots and shoes; inc. authorized capital $100,000. 

PENNSYLVANIA — Lititz — Litiz Shoe Co.; 
manufacturers; recently com 

Pittsburgh—Jack Goldberg (3 Smithfield St.) ; 
boots and shoes; sold or closed out business. 

RHODE ISLAND—Providence—Edwin’s Shoe 
Store (294 Atwells Ave.) ; boots and shoes ; trade 
certificate filed by Abraham Tubman. 

Jordan & Monahan (211 N. Main St.) ; manu- 
facturers’ agents and wholesale boots and shoes ; 
recently commenced business. 


boots and shoes; 








FAILURES, EMBARRASSMENTS, Etc. 


CALIFORNIA—Long Beach (also Santa Ana) 
—Bloom’s, Inc.; boots and shoes; reported peti- 
tion in bankruptcy. 

Ventura—C. D. Barnett (257 E. Main St.); 
boots, shoes, etc.; reported assigned. 

CONNECTICUT — Norwich — Cordone Bros. ; 
boots and shoes; reported petition in bankruptcy. 

ILLINOIS — Chicago — Irving Freedlander 
(Quality Boot Shop) (2538 W. 59th St.) ; boots 
and shoes; reported petition in bankruptcy. 

Calva—Anderson’s Shoe Store (Frank Oscar 
Noyd, Prop.); boots, shoes, etc. ; reported petition 
in bankruptcy. 

INDIANA — East Chicago— Andrew Arpas 
(4915 & 4841 Alexander Ave.) ; boots, shoes, etc. ; 
reports asking general extension. 

MASSACHUSETTS — Boston— Houghton & 
Dutton Co.; department store; reported petition 
in bankruptcy. 

oburn—John G. Connolly Co.; boots 
shoes ; reported petition in bankruptcy. 

MICHIGAN — Bangor — Samuel Guttmacher ; 
pe shoes, etc.; reported petition in bank- 
ruptcy. 


and 


NEW JERSEY—Plainfield—J. Risbier (151 W. 
Front St. My boots and shoes; reported called meet- 
ing of creditors. 

NEW YORK—Carthage—F. J. Martell; boots 
and shoes; reported petition in bankruptcy. 

Far away—Louis Adelman; boots and 
shoes, reported assigned. 

New York Ci ty—Nat Frechtel (3720 White 
Plain® Ave.) ; boots and shoes; reported petition 
in bankruptcy. 

Syracuse—John S. Gray, Inc.; shoe manufac- 
turers; reported petition in bankruptcy. 

Yonkers—Sam Mantell (6 Summit St.) ; boots, 
shoes, etc. ; reported called meeting of creditors. 

OHIO—Cincinnati—Homan-Hughes Co.; shoe 
manufacturers; reported petition in bankruptcy. 

OKLAHOMA — Cushin ~ Lamon s Bootery; 
boots and shoes; reported assi; 

PENNSYLVANIA — Philadelphia — Cletter, 
Goodman & Heft (720 S. 11th St.) ; shoe manu- 
facturers; reported petition in bankruptcy. 

TEXAS—Houston—Star Dry Goods Co.; boots, 
shoes, etc. ; reported offering to compromise. 





NEW SHOE STORES 


New York, N. Y.—H. Magid, Inc., Kings. 
New York, N. Y.—Continental Export Co. (shoe 
findings). 160 Pearl St. 
wherry, Mich —Walter L. Wilson (soon). 
Brcckite Y.—Conviser’s Uneeda Credit 
Clothing 4 


New York, N. Y.—McBreen Shoe Co., Inc. 

Webster City, Ia.—Armstrongs, Inc. 

Harlan, Ky.—Solomon Geller. 

Birmingham, Ala.—J. J. Newberry Co. 

Laurens, 8S. C.—Belk Department Store (Oct. 1). 

Marion, N. C.—Belk Department Store. 

Galax, Va.—Belk Department Store. 

Ottosen, Ia.—A. E. Pertl. 

ete. Ind.—Alberson Stores Co. 

San Saba, Tex.—H. W. Zhweig (soon). 

Dyckesvilie, Wis.—Felix Gaspar. 
‘ > Mo.—W. L. Toler, 216 N. Frank- 
in St. 

Unioh Furnace, 0.—The Eggleston Co. 

Detroit, Mich.—The D. J. Healey Shops, 9346 
Grand River Ave. 

Gainesville, Tex.—Herbert Dickman. 

Stella, Neb.—Frank Sheldon. 

Brillion, Wis.—Melvin Behnke. 

Chewelah, Wash.—Atchley’s Store. 

Mendota, Il1l.—H. Chamberlain. 

Savannah, Ga.-—Carolina Apparel Shops, Inc. 

Somerset, Ky.—S. J. Newberry Co., East Mt. 
Vernon St. 

Gadsden, Ala.—W. T. Grant Co., Sibert Bldg. 


(soon). 

Dolphos, 0.—W. T. Grant Co. (soon). 

Pe. — 0.—W. T. Grant Co., Printz Bldg. 
Carthage, N. C.—L. R. Flinchum (Sept. 1). 
Bainbridge, N. Y.—Alford De Groat (soon). 
Smethport, Pa.—Gregory & Gregory (soon). 
La Rue, 0.—Ira C. Echick. 
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Lathrop, Mo. — Hughes-McDonald Dry Goods 

Co., Inc. (soon). 
arlan, Ky. —New Fair Store (soon). 

New York, N. Y.—Felice Shoe Mfg. Co., 124 
Bleecker St. 

New York, N. Y.—Cammeyer Shoes, Inc. 

New York, N. Y.—Flex-Arch Shoes, Inc. 

New York, N. ee Shoe — 

Utica, N. Y.—Flemma Bros., 

ork, N. ¥.—Lincoln (iy 367 Steinway 

Ave., Astoria, L. I. 

Anna, Ill.International Shoe Co. 
factory) (soon). 

Richmond, Va.—Berry-Burk Co. 

Providence, R. I.—Edwin’s Shoe Store, 294 At- 
wells Ave. 

Lancaster, Pa.—Endicott-Johnson Shoe Co., N. 
Queen St. 

Lincoln, Neb.—Speier’s, Inc., 133 S. 13th St. 

Greenville, 8. C.—Stern Bros., Endel Bldg. 

Columbus, 8. C.—G. R. Kinney Shoe Co., 1625 
Main St. 

Harlowton, Mont.—H. A. Allweiss (soon). 

Lancaster, O.—E. Clyde Mattox (soon). 
( hl Cal.—Samuel Osband, N. Monterey St. 
soon). 

Waxahachie, Tex.—Salvage Shoe Store. 

Goliad, Tex.—B. Nemir Dry Goods Store. 

New York, N. ¥Y.—Bacos & Klaff, Inc. 

Trenton, N. J.—The Schiff Co. of New Jersey, 


Inc. 
Middletown, Pa.—Mahlon N. Haines. 
Allentown, Pa.—Mahlon N. Haines (soon). 
Bethlehem, Pa.—Mahlon N. Haines (soon). 
Pottstown, ee N. Haines (soon). 

é ty _— Y.—Unique Shoe Repair Service 
0., 
al Ind.— Wm. Hazeltine & Son, Inc. 
Russellville, Ark.—Garland Davis, Craig Bldg. 


(branch 
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ls 
BUSINESS 
BAROMETEI 


A 


66 Ai one time credit men were only 

interested in how so-and-so paid 
his bills and what his financial state- 
ment looked like,” observes Charles 
Bourget, of Commonwealth Shoe & 
Leather Co. “The acceptance or the re- 
fusal of an order depended principally 
on those two subjects. But today, with 
the possible distribution outlets greatly 
reduced in numbers and with each of 
us having largely our own outlets—by 
having individual stores concentrate on 
our individual lines and eliminate com- 
peting lines—the credit man’s problem 
is beyond what it used to be and today 
he has to be an important factor in 
preserving the outlets for his organiza- 
tion. 

“How many today spend much time 
with a merchant who will not accept 
and live up to the canons of good 
credit, which have been drummed on 
for years? The merchant who wouldn’t 
abide by the sound ethics of good busi- 
ness practice has largely been elim- 
inated and, while the position of the 
creditor in respect to the old problem 
of unearned discounts, returns and 
other satisfactory methods is being 
consolidated, we can advance our ef- 
forts to the more important phase of 
protecting our accounts salables as well 
as our accounts receivables by building 
up in the credit departments of our in- 
dividual companies ability to help the 
individual firm maintain its business.” 


v 
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Open Women’s Store 

DayYTON, OHI0—The latest addition 
in Dayton’s retail mechandising indus- 
try launched its career Thursday, Aug. 
27, when Baynham Brothers opened 
their new store for women. The es- 
tablishment is adjoining the original 
Florsheim shoe store for men in its 
present location at Fourth and Lud- 
low Sts. 

The Baynham company is operated 
by J. H. Baynham, L. B. Baynham and 
F. A. Baynham. The brothers estab- 
lished their first store in Lexington, 
Ky., 15 years ago. Founded on a pol- 
icy of honest values and courteous ser- 
vice, the original store grew to a size- 
able group of enterprises. Two are lo- 
cated in Lexington, a third in Evans- 
ville, Ind., and the fourth in Dayton. 

During the expansion sale that was 
being conducted while the women’s 
store was being equipped, the entire 
stock in the men’s store was disposed 
of and replaced with fresh shoes of 
the latest style and manufacture. 

The women’s department will carry 
a complete line of nationally known 
shoes. 

E. L. Tarr, formerly in charge of 
the Baynham’s women’s department in 
Lexington, will be in charge of the new 
store in Dayton, while the men’s store 
will continue in charge of James R. 
Corwin and Robert Ratcliffe. 

L. B. Baynham is in Dayton super- 
vising the opening. He pointed out 
that by reason of economic conditions 
the store is offering values far superior 
to those ever offered before. A policy 
of constant turnover assures Baynham 
patrons always the latest styles in 
fresh merchandise. 


Carry Shoe Message 

Boston — The Boston delegates to 
the annual convention of the National 
Letter-Carriers’ Association at Oak- 
land, Cal., Sept. 7, took along with 
them several thousand special leaflets 
issued for the occasion by the New 
England Shoe and Leather Associa- 
tion. On the cover appears a cut of 
a typical letter-carrier, with the in- 
scription: “Greetings from ‘Shoe Town’ 
in Sunrise Land to Our Good Friends 
on the Sunset Slope.” 

The leaflet gives some interesting in- 
formation regarding the importance of 
Boston and New England in shoe and 
leather manufacturing. This goodwill 
message will be distributed at the con- 
vention. 
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Fastioy PLATE 


Feminine Footwear to retail from $8.50 to $10 


JOHNSON, STEPHENS & SHINKLE SHOE CO. 
St. Louis, Mo. 


ANDALIA 


FEMININE 
FOOTWEAR 





WOMEN’S CUSTOM STYLE FOOTWEAR 
TO RETAIL FROM $6.50 TO $7.50 


JOHNSON, STEPHENS & SHINKLE SHOE CO. 
St. Louis, Mo. 
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Wenens Growing Girle 


TWEEDIES ‘dali FOOTWEAR 


for women 
WwW 
TWEEDETTES 


Chic footwear for the Petite Miss 
JEFFERSON CITY MISSOURI 





© 
VERSAILLES 


Stylish footwear for women at 
popular prices 


VERSAILLES MISSOURI 














For Men—For Women— 


RTT eTURT ARCH gg 
ATENTEO 





ATENTEO 


THE FLORSHEIM SHOE COMPANY 
Manufacturers CHICAGO 








SALES OFFICE— 
62 Lincoln Street, Boston, Mass. 


Goodwill Shoes 


For Hard Service and | 





Work and Service Shoes in Stock 


cs asst ANY fog, 
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Sho e 

“44, Ses for wor. 
94 tocce - sizes” 

“They Walk Softly and Go Far” 


@ HEEL HUGGER SHOES, INC. 
AUBURN, N. Y. 














“COMPANIONATE” 
“RFIRESIDE PALS” 
“RADIO -TYME” 
qvANS 
EVANS STANDARD 
L. B. EVANS’ SON CO. 


WAKEFIELD, MASS. 
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Gr. DOLLAR W 
STYLE” 


in $5 and $6 shoes 
FREEMAN SHOE CORPORATION - - - - 








Beloit, Wisconsin 
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: 75 FRONT ST. 
BEST-EVER SLIPPER CO., Inc. BROOKLYN. N. Y. 


MATRIX SHOES 
FOR MEN 


singing SHOES 





MADE By HEYWOOD _ oF WORCESTER, MASS. 
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INVISIBLE 


A can of Invisible Middlesole and—a putty knive—is all you Sone 

need to fill shoe bottoms the modern way. EO 
Invisible Middlesole provides an even tread, assures absolute 1. mr Fons 4 3 PLy UNIT 
protection against moisture, cold or dampness penetrating to 2. PREVENTS AIR POCKETS 
the inner sole and retains a maximum flexibility—all in one 2 sacreeeenemee 


simple operation. 4, RESISTS MOISTURE 


5. RESISTS BEAT & COLD 


6. PREVENTS BUNCBING 


INVISIBLE 
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A VULCO PRODUCT made by 


BECKWITH:MFG: COMPANY 


STATLER BUILDING + « + BOSTON, MASS. 
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THE SLIDE 











“Of the Better Grade 
for the Better Trade’’ 


FASON ISON F 


MAKE YOURS 
A BEST-EVER 
SEASON WITH 
BEST-EVER 
‘SLIPPERS... 


WRITE FOR NEW 
FALL CATALOG . 





LBEST=EVER 


SLIPPER COMPARNY., INC. 


73 FRONT STREET ~ ~ - 





BROOKLYN, &. ¥Y. 
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Mr. W. W. Hesselton 


of W. L. DOUGLAS SHOE CO. 
BROCKTON, MASS. 


S@YS ~~ - “The buyer of shoes is more 
critical of value today than 
ever before. Smooth, firm 
linings are a visible evidence 
of quality materials and finer 


shoemaking.” 


* 
HAMEL LINING LEATHERS have played an important part in helping mer- 
chants obtain better-looking and more durable shoes. Increased demand 
year after year has demonstrated that these leathers are a definite factor in 
the good looks and salability of footwear. 


L. H. HAMEL LEATHER Co. 


SPECIALISTS IN LINING LEATHERS 


TANNERY AT HAVERHILL, MASSACHUSETTS 
BOSTON SALES OFFICE: 164-168 SOUTH STREET 


WILLIAM G. BLAIN W. NEWMAN JOSEPH S. SALOMON 
Philadelphia, Pa. LEATHER CO. Seiderman, Salomon Co. 
Columbus, Ohio New York City 
JOHN B. DAILEY & CO. 


St. Louis, Mo. NORMAN NELSON F. LL & COMPANIA 
St. Paul, Minn. avana, Cuba 
JOHN T. QUINN 


Rochester, N. Y. A. G. MOONEY, LTD. J. ALBA 
Montreal, Canada Mexico D. F., Mexico 
GEO. W. NEWM 


LEATHER eo" RAYMOND H. THAYER JOHN R. H. WARD 
Cincinnati, Ohio London, England Milwaukee, Wis. 
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